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Simple Truths 


The will to do the right thing; the deter- 
mination to carry it out. That is what 
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companies are seeking in their agents. 
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And the agents look to their company to 
spur them on in their efforts, to guide 
them, to help them over the roughplaces, 
and to maintain faith in them at all times. 


Central Life agents justify their com- 
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pany’s faith in them. That they carry out 
their work in a way that leaves no cause 
for reproach is evidenced by the strong 
growth of the Central Life. They are 
community builders of the highest type, 
and we are proud of them indeed. 








New Home Office Building 
720 N. Michigan Ave. 
Chicago 


We have excellent agency openings in 
Illinois, Minnesota, Kansas, lowa, South 
Dakota, ;Texas, Missouri, Nebraska and 
Michigan. 


The Central Life Insurance Company of Illinois 
720 North Michigan Avenue 
CHICAGO, ILLINOIS 

















ANNOUNCEMENT 


Mr. A. E. Sullivan has been appointed Superintendent of Agencies 
for Indiana. 


As soon as suitable arrangements can be made Mr. Sullivan will 
open headquarters in Indianapolis. Location will be announced 
later. 


For the present Mr. Sullivan may be reached by addressing 


A. E. Sullivan, 
130 N. Wells St. 
Room 304 Chicago, Illinois 


Desirable Territory and Unusual Contracts Available 
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PEOPLE’S LIFE BUILDING 





INSURANCE} COMPANAT 
Chicago, Illinois 









































Story of the INTER-SOUTHERN LIFE 


A HEAVY TAXPAYER 


The Inter-Southern Life is one of the largest 
taxpayers in all the States in which it does busi- 
ness. Its estimated taxes for the ensuing year 
are charged up as a liability at the close of the 
year. Its estimated taxes for the year amounts 
to between $50,000.00 and $100,000.00. The Ex- 
aminers set out $55,544.43 as the reserve for 
taxes for the ensuing year in the following par- 


calculation the business of the year of this state- 
ment. County, State and City taxes on the Com- 
pany’s real estate were estimated upon the basis 
of the best information obtainable at the time of 
this examination from the local assessment 
bureaus. State premium taxes were calculated 
from the distributed premium income during the 
appropriate periods ending September 30, ac- 





agraph: cording to the laws of the various States in which 
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In estimating the taxes hereafter payable by 
the Company, we have used as a basis for our 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 


Every cent of this will be derived within the 
year from the income of the property taxed. 





INTER: .: GOUTHEFO! LIFE BUILDING. 
OWNED BY THE COMPANY 
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MONTHLY PAYMENT OF 
LIFE PREMIUMS GAINS 


Appeals to Men Afraid of Large 
Sums Falling 
Due 


IMMEDIATE SALES 


HELPS 


Applicant Can Pay $10 at Once Instead 
of Waiting to Spare 
$120 


NEW YORK, = July s. — The 
monthly payment plan in ordinary life 
imsurance is constantly becoming more 
popular, as is witnessed by the fact that 
where a year ago there was only one 
hig company writing on the monthly 
plan there are now several. There are 
some limitations to its use, however, 
owing to the additional cost of making 
limits the 
tield for the monthly payment policy to 


payments monthly, which 


contracts between $5,000 and $12,000. 

he big appeal on the monthly pay 
ment policy is obvious. People are ac- 
customed to paying their bills monthly. 
Che average purchaser of insurance is 
usually on a salary which he receives 
monthly, and he figures his expenses 
on a monthly basis. It is much more 
convenient for him to pay his life in- 
surance monthly and it is easier to con 
vince him that he is saving money when 
he makes monthly deposits than if he 
has annually to dig down for a big 
premium. 


Prevents Postponement 


One of the first advantages of a 
monthly payment plan is that it pre 
vents postponement of the purchase of 
insurance A man might well be sold 
on the idea of buying insurance, but 
would feel that later on he could afford 
it better than at present. If the agent 
asks him for $120 cash he may find it 
hard to turn up that sum at once, but ii 
he is told that his insurance will cost 
him $10 a month and that he can pay 
it in that way, he will readily pay th« 
irst $10 and Sign the application 

It also cuts down the purchase of in- 
surance on credit from agents, and con 
sequently reduces the number of “not 
taken” policies. 

Afraid of Inconvenience 


Sometimes a prospect will say, “You 
onvinced me that I should have this 
nsurance. I want it badly and | can 
itford to pay for it. I can pay you 
right now the entire first premium, but 
that is a large sum of ready money 
which I do not always have on hand 


' Northeastern Life, Organized at Con- ! 





| 


Next year when the annual premium | 
comes around I might not be ready to } 


meet it. If this could be arranged some 
way on monthly payments it would be 
much easier proposition for me. Can 


ou fix me up?” 
Most companies writing on a monthly 


payment plan will not accept the policy | 


n this basis if the 
to less than $10 a month Phe monthly 
ivment is arrived at by merely divid 


DISSOLUTION ORDERED! INCREASING DIVIDENDS 


IS NOT COMPETITIVE MOVE 


END OF JAMESON’S COMPANY 


Announcement for 1925 Already Being 


cord, N. H., Goes Out of Existence Made as Result of Decreased 


by Supreme Court Decree Company Expenses 


CONCORD, N. H., July 8.—Another Phere has beet 
important detail in the troubles which the held 
started a year ago when the United Life | the promiment cor 
& Accident of Concord, N. H. deposed | announced thei 
its president, Silas W. Jameson, was| At first glance, it seems to be a com 
cleared up last week when Chief Justice | petitive move, but a little reflection will 
Branch of the New Hampshire supreme | show that this is not strictly the case 


among 





court authorized dissolution ot the} ©! course, there can be no doubt but 
Northeastern Life and a release of the | that these announcements will be help 
$200,000 deposited with the state insur- | ful to the field men in occasional cases 
ance department to the Hamilton Na-| of competition, since both announce: 


tional Bank of New York on an assign- | ments were in the nature of increases } 


ment to that bank by the North Atlantic | the 1924 schedules. 
Securities Corporation, a holding com- | be considered the essential reasor 
pany controlling the Northeastern. the announcements 

Judge Branch also dismissed a claim 
of $20,000 against the Northeastern Life, 
filed by the International Order of Har- 
vesters. the past two years will show a marke: 

President Jameson formed the North- | trend toward a decrease in the net rate 


Decrease Is General 


eastern Life about two and a half years | A great many non-participating con 
ago. The North Atlantic Securities was | panies have issued during this pet 
formed to take over as a holding cor- | reduced schedule of rates. Participating 


poration both the Northeastern and the nies have granted dividends 





compa M ( 
United Life & Accident. The latter suc- ! ocean steadily increased. The hesinuins 
cessfully combatted the efforts of Mr.| oj 3994 saw announcements « ' 
Jameson, who was president of all three eaiiniieiies ¥ lintels auninn Ton ' 
corporations. The Northeastern was ; re «ten aie oft 
tormed to write group insurance but ee v8 Ee — Renad cm the 
never actually started business, the plans | "°° livid apd ect no Tagged oStanecs 
of President Jameson being upset when | Present Cividena schedules are tows 
he lost control of the United Life & | than ever betor 
Accident. Costs Are Much Lower 
The New Hampshire commissioner : . 
refused to return the deposit until he Phe real situats t ac t 
could examine the books of the North- | @@ce costs have decreased d g tn 
eastern Life. The officers of the com- | P@5t '*W Years, and the ¢ pames ar 
, givil their policvholders the benetit 
pany retused to submit to an examina- | * - : 
tion and the controversy got into the | ‘*™Ple funds for reserves and for ade 
court. = . quate surpluses ave been ac mulated 
Satistactorv dividends tor stockholders 
the cas ‘ stock « . 
ing the quarterly premium by three been paid Che spirit ot hte imsurance 
rhis means that the extra expense is | Company management has always bee 
no larger than for quarterly payment | ™0Or nearly Itruistic than ts the cas 
insurance | the a run ot business transac 
tions very time there ts t i 
Policy a Month Above 812,000 ior an improvement in the policy « 
However, this penalty grows rather | ‘T4¢t OF OF Increasing the equities « 
decreas the costs, the ¢ | nics &£ ( 
large on big policies, and the man who | |; ao 7. mere lel cs 
IS Investigating the insurance proposi = oat 
tion carctully soon discovers that he is \ I = s poli id . P 
paying a larger price for the privilege |}... jyity otne streiene el tik . , 
of the monthly payments than he likes as it exists toda d is responsible 
Many agents are therefore advising their | the ecling malloved ; dence 
chents to buy twelve annual premium | which the public is showing at eve 
policies, one coming due the first of | tur: The a incement 5 « 
each month. To fill in the gap on the | dends 1) eat f 1004 
11 policies which do not go into torce | <jmpl wn incident the evel t 
|} immediately, — the policyholder = pur-| which is constantl Iding as the 
chases interim insurance which costs ! marc] oress ; ce gor 
| very little and is sold by a large num forwat 
| ber of companies, although not by all 
At age 35 in one company this interim 
insurance costs but 80 cents a month, | gested this plan to a representative of 
per $1,000. The purchaser of the 12) the National Underwriter, was that of 
policies pays the interim iasurance on | a man who purchased $50,000 of insur 
11 of them until the date of cach policy | ance and had it put up into twely 
land thus receives full protection up to! policies, two for $5,000 each, and the 
| that time and does not have to pay the | remainder tor $4,000 ca One o 
penalty during the ensuing years these came due the first of each mont! 


prenuum amounts | 


Of course many people would not | and at a premium that the purchaser 
want to have twelve $1,000 policies, | was always able to pay conveniently, 
but as the case grows larger this plan | while the $1,500 annual premium on th 

| becomes more attractive. The example | entire amount would not always be so 
cited by the general agent who sug- | easy tor him to pay 


\ review ot the insurance field during | 


SMALL COMPANIES AND 
CHICAGO BUSINESS 


Many Have Made a Decided Suc- 
cess By Getting Right Kind 
of Men 


SHOULD NOT GO TOO FAR 
Must Appreciate Situation and Seek 
Lines of Least Resistance for 


Desirable Risks 


Some the smaller and medium sized 


nies that have been getting 
exclusively tron 


districts are turning 


| toward the large cities, now that busi 


ness 18 easier to secure in these centers 

Heret ( farm business | furnished 

the big volume for these companies 

In mar of the cities the smaller and 

nie ! ed con panies have gotten a 

lv g | standing b ecuring agents 

hat are dependable and that can be 

sted \gen inawe declare that 

is necessary tor their cc mpanics to 

et urban business if progress 1s to 

eon tained While companies may 

on all the pressure that is possible 

e the farmers there is not the 

‘ to pay for life insurance, that 

F ere has been in the past. Conditions 
have improved, but not materially 


See Succulent Pastures 


| Naturally the companies have bee 


looking with longing eyes at the con 
centrated population in the large centers 

he smaller companies appreciate the 
iact that they have entirely different 
problems in the ug cities Competi 
ti is stronger, the danger of a higher 

ortalit Is apparent, high pressure 


‘ s are used, there is more com 
irison as to size and age, there are 
irks seeki K all they can devour In 
recent issue, the experience of two ol 
the smaller companies was given im 
Chicag These companies evidently 
vot in the wrong hands and they sus 
tained a considerable loss These com 
unies declared that seataring in a city 
like Chicago was too rough tor them 
Even under existing conditions, they 
stated that rural territory was more at 
‘ t | 
Seme Meet With Success 
however has not beet the ex 
perience ot all of the smaller companies 
i great man ot then ire mecting 
th decided success in Chicago. Many 
them are writing millions of dollars 
every vear in that city, and experiencing 
littl difficulty in meeting the competi 
tion of the large and well known 
nies. Most people realize that in 
urance Companies are under state super 
isi and are required to maintain 
reserves sufficient to meet any contin 
gency, and that consequently a small 
company is as sate as a large company 
Ma | these companies are securiny 
even larg policies by explaining the 


ocess of reinsurance. When the agent 
1 large pol v will be re 


t 
din eight or ten other companies, 








z 

= 
so that the combined resources of all, 
including some of the largest in the 


country, will be back of the policy, it 
is not difficult to secure the large lines. 


Small Insurance to Value 


There are approximately 3,000,060 
people in Chicago alone, and 5,000,000 
in Cook county. According to the 
estimated economic value of human 
lives, Americans are insured to only 7 


percent of the amount for which they 
should be insured. This leaves 93 
percent of the economic value of the 


5,000,000 people in Cook county still to 
be insured, a field clearly large enough 
for all companies, both large and small 
\ great many of this total number have 
not been solicited for years, some ot 
them never, so that the so-called keen 
competition in Chicago is really largely 


imaginary. It rarely happens that an 
agent finds that his prospect is being 
solicited by someone else at the same 


time, and until Chicago is so thoroughly 


canvassed that the agent finds that 








every prospect has been solicited within | 
the past few months, the keen compet! 
tion so often mentioned will not exist. | 
Success Is Up to the Agent | 
As a matter of fact the question of | 
success lies with the’ agent not with the | 
company. The real salesman can sell | 
insurance for one company about as| 
well as for another. When a prospect | 
claims that he has never heard of the 
company before, it is only necessary to 
remind him that the only way he has | 
ever heard of even the great companies 
is through advertising or personal solici 
tation, and that, as he is being solicited 
for the first time by this particular small | 
company, he will never again he i post 
tion to say that he has not heard of | 
it. Very tew prospects stop to inquire | 
how much insurance the company has 
in force, or what the annual premium 
income ts 
Agent Must Sell Himself 
Since all old line companies = are 
ecure, it mere] 4 questiol t the 
gent selling himsel lf he allows hin 
eli to be fluenced by the ear that he 
is voing to | ‘ i hard tin because he 
represel mall compat he will nat 
uralls not be ible 1 present 
tr gest ling talking r no sales 
Math Is ! tie t whe t ere Is i! 
doubt in his mind But the salesmat 
wl is theroughl inthar with 3 
urance, who kn that recaus¢ ‘ 
state supervisiol one compan i 
sound her d who can exp 
tne process oO! remsurance which eve 
t large companies empl with biz 
wolicies, Cal ell insurance tor a small 
pans is well s lor i irge One 
Ihe mistake that a few of the small 
companies have made was t tr te 
enter Chicago on too large a scale x 
y™ s n the cit are very heavy init 
the small comp that tries to open a 
it pee hice Is alt pst ertai to lose 
J rie Ca or some time Most ot 
the amies that ha een successful 
the cit © starte vit . ] 
Nice 5 that the expenses are t 
heavy, and with only one or two met 
it t, gradually building up the office 
and ree s the usiness expanded 
Permanent success is seldom built o1 
the mushroot plas ind companie 
vhicl tr t< enter the cit ith all the 
outward appearance t iving already 
t red i large premiun mcome ire 
nviting failure from the start. On the 
other hand those companies hich have 
entered the ' npretenti ah vrad 
i] ! Id x ‘ the omes i bu ne 
prew ‘ ( u [ table 
Indianapclis Life in lowa 
ie Nts the first months ’ 
4 . that the India APPOus Lite | 
! ré er t urance n lorce 12.6 
percent e the first of the vear, the 
ount ne being right at $45,000,000 
! ilso nnounced that the company 
veen admitted to lowa and will 
roceed promptly to establish a 
there President Frank P. Manly goes 


rranve tor repre 
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BUSINESS FOR FIRST HALF OF YEAR 





| 
| 


increase of insurance in force for the 


HE following table shows additional | for the first six months of 1923, and the 
reports in the new paid-for business 


for the first six 
compared to the new 


Agricultural Life 
American National 
Bankers Life, Neb 
Baltimore Life 
‘alifornia State 
‘anada Life 
‘edar Rapids 
‘olumbus Mutual 


‘ Life 
‘ 
‘ 
‘ 
Connecticut General 
{ 
‘ 
‘ 


‘onservative Life 

‘ontinental Assurance 

‘ontinental Life, Del 

Equitable Life, D. C. (Ord.) 

Equitable Life, Db. C. (Ind. 

Fidelity Mutual 

Franklin 

fiem City Life 

(iirard 

(jreat Northern 

(Great Southern 

Home, Ark as 

Home, New York 

ldaho Stiute 

Indianapolis Life 

Inter-Mountain 

Kansas Life 

Liberty Life 

Louisiana Stute 

Michigan Mutual! 

National Fidelity Life 

New England Mutual 

New York Life 

(oma Life 

Oregeonm Life 

Pacific Mutual 

Penn Mutu 

Peoples Life, I 

Phoenix Mutual 

Pilot Life 

Postal Life 

Provident Mutual! 

Register Life 

Royal Union 

Reserve Loan Life 

San Jacinto 

Security Life & Trust 

Security Mutual Life Nebr 

Security Mutual Life Me = 

Shenandoah Life 

Teach s ins. & Annuits 

Vy Repubiies 

L'rieor toiffe Ark 

United Life & \ hel t 

Vietor Life 

Vietory National Lif 

Western & Soutl n (Ord. 

Western & Southern «Ind. 

Western Life 

Western States Life 
*hestimat Decrease 


MUTUAL TRUST'S CONVENTION 


Agency Meeting Will Be Held at Home 
Office to Celebrate Passing of 
$100,000,000 Mark 


Phe 


the 


Mutual Trust Life 


convention 


is planning for 


greatest of its history at 


the home office in ¢ hicago, July 23-25, 
in celebration of passing the $100,000,000 
mark The convention i more ol a 
celebration than a business proposition 


though one dav will be devoted to 


Ineetings of a constructive nature 

The awents, whose ¢ xpenses are being 
paid on the basis of production, will 
first inspect the horn othce, and then 


will | roceed to the Hotel La Salle where 
they will be welcomed by Presiden: 
Edwin A. Olson, who is also United 
States district attorney in Chicago. In 
the itternoon the entire convention will 
make a tour of Chicago's boulevard svs 
ten meluding the parks, eventually 


ending in White City, one of Chicago's 


} 


wasure resorts 

The third day of the convention will 
be spent in an excursion on Lake Mich 
wan, and for the sake ot those who are 
not good sailors, it is hoped that the 
elements will not cause disturbances 


Mlans are being made for a great cele 
bration, which will be long remembered 
The business will be snappy 
and well and there will 
plenty of good entertainment to occupy 
all the other time The convention will 
e worthy of the important asion in 
company’s developments 


sessions 


arrange d be 


Oct 


months of 1924 | first six months of 1924, as reported to 
paid-for business | 


THE NATIONAL UNDERWRITER: 
New Paid New Paid 
for Business for Business 
First Six First Six 
Months 1924 Months 1923 
= ioe 347,000 $ 1,189,000 
046,827 11,611,117 
460.473 5,000,361 
$41,820 ‘ d 
412,856 


Increase of 
Insurance 
in Force 
First Six 

Months 1924 
$ 346,000 

6,224,768 


- 





8,158,439 71,745, 


*42'000,000 





. 47,275,000 35,401,108 
1,600,000 ai 750,000 
12,190,920 9,141,009 8,571,009 
*70,000,000 69,512,507 *33,000,000 





1,853,606 
5,624,437 $991,271 
24,302,715 12,283,635 
’ 


11,02 l 
3 





2,883,801 
2,423,944 
11,306,280 





5, 15,282,929 

4, 4,134,836 

5.447.461 5,214,197 
*2,425,000 2,323,177 . 
1,547,447 1,301,743 *500,000 
2 147,000 2,099,750 1,218,000 


2 506,100 
10,338,668 


1,722,000 


1,500,000 
922,214 


1,519,500 
9,416,454 
,500,000 643.473 
51,147,746 *34,000,000 
358,452,500 190,000,000 


1,796,493 












2,715.2 2,946,839 
. 45,747,849 47,999,817 
-112,892,005 103,207, 
733,260 
729 BSO 000 


*18,500,000 
3,873,525 


7227,162 





2,366,203 





$15,739 





oe. =? 000,000 
3, 72,476 
~ 226 
6, i 071 
6 5,534,901 442 
1 1,692,507 103,696 
1SS8 000 1,104,608 1,051,216 

674,000 528,000 146,006 
6,599,150 5,369,225 3,728,158 
» 060,500 1,743,000 1,690,000 
1,049,000 . 

17,926,000 17,589,856 4.475 O58 

43,784,287 46,430,196 . 

” 904,110 2 870,000 1,600,000 

12,005,593 8,960,078 *6,100,000 


PAY HALF MILLION IN CASH 


Details in Connection with Transfer of 
Maryland Assurance to Eureka 
Life Finally Closed 


BALTIMORE, MD., July 8&—The 
final payment of $500,000 to the Mary 
land Casualty by the Eureka Life on 
the purchase of the Maryland Assur 
ance was made last week. The Eureka 
Life interests paid $720,000 for the 50,- 
000 shares of outlying stock of the 
Maryland Assurance. When the con- 
President 


solidation was agreed upon, 
John C. Maginnis paid over $220,000 in 
cash. Thursday's settlement makes the 


entire deal, involving close to $750,000, 
handled entirely in cash with no bonds 
or stocks involved. 

Handled Without Bonds 


Announcement of the clearing of the 
$500,000 check through the Union Trust 
Company came as a surprise to local 
financial circles, which doubted that a 
deal of this magnitude could be handled 


without bonds 

The charter of the Eureka Life has 
been amended to make it read the Eu 
reka-Maryland Assurance Corporation 
The capital also was doubled. The 


Eureka-Maryland Assurance now is li 
censed to do business in every state 
where the Maryland Assurance was en 
tered, with the exception of New York. 
Papers are now pending for entry to 
the Empire State The business has 
shown a big intrease since the consoli 


| dation of the two companies 











proximately $1,000,000. 











BUSINESS SHOWS GAIN 


ST. LOUIS COMPANIES’ RECORD 


Production in June Uniformly Better 
Than for Corresponding Month 
Last Year 


LOUIS, MO., ITuly 
depression and Jupiter Pluvius have not 
been strong enough to retard the con 
tinued progress St. Louis life con 
panies, judging from their June business 
Although high waters and impassable 
roads made it impossible for many field 
men to obtain maximum efficiency in 
June, the volume of business reported 
to the various home offices has exceeded 
the expectations of company officials, the 
totals uniformly passing the marks for 
June, 1923. 

The Missouri State Life has now 
passed the $500,000,000 mark in insur- 
ance in force. Its June record beat that 
of June, 1923. This year’s business 
however, was harder to get and for the 
most part is made up of smaller policies 


4 8 8.—Genera] 


of 


Two Companies in Contest 


June was President’s Month for both 
the International Life and the Standard 
Life, which are controlled by the same 
interests. There was a great contest 
between the field forces of the com 
panies to see which could proportio1 
ately produce the greatest total for 
President J. R. Paisley, resulting in ex- 
ceptional business for both organizations. 

The Central States Life beat June, 
1923, and is enjoying a very fine class oi 
business. New agencies especially are 
contributing to the marked progress of 
the company. 

The Continental Life followed an ex 
cellent May with a very good June. Its 
total for the month topped June, 192%, 
by $86,000, the total writings being $2, 
136,000 An effort is being made to 
write $3,000,000 in July, the last month 
for qualifying for the Denver convention 
of the Clic Club. Throughout the year 
the Continental's business has been in 
creasing 

The 


June, 


American National also beat 
1923, by many thousands, and 
kept its slate clean by showing an in 
crease for every month since the outset 
of 1924. Last year this company showed 
an increase in insurance in force of ap 
Home officials 
ave set their goal at an increase ot 
more than $2,000,000 in paid-for in fore« 
by the end of 1924 and judging from the 


progress being made by the field men 
this mark will more than be attained 
l'The gain mav exceed $3,000,000. 
Effect of Estate Tax 
Mrs. Elizabeth Champe of Detroit. 
who died Dec. 31, left to a nephew and 
a cousin her total estate of $427,542 


On this very moderate sized estate, the 


state of Michigan will collect an in- 
heritance tax of $33,761.23, which does 
not include the federal tax. A life in 
surance policy would have saved this 
large impairment of the estate. 
Had a Big June 
“Policyholders’ Month,” observed | 

ithe Connecticut General Life in June 


| 


was the biggest month of the vear s 
far in written business. New business 
totalled $15,650,000, exceeding May by 
$5,600,000 and the June business of a 
year ago by nearly as much 
During the month the company 
tended to those of its present policy 
holders who had taken insurance withi 
the paet two years the privilege of addi 
tional insurance without medical ex 
amination, provided no change had taker 
place in their insurability. New insur 
ance under this special offer was limited 


cx 


to $10,000. Ot the 2,676 regular lite 
| policies issued during the month about 
| 1.400 tor over $5,200,000 insurance were 


“June Specials” 
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IN BELIEVE PROHIBITION INTERESTING CLAIM UP! TELLS PROGRESS MADE ANNUAL QUOTA SYSTEM 

RD . NOW BEFORE THE COMMISSION | OBSERVATIONS BY FURNESS MANY OFFICES 
This View Held by Several Com-|,. :; ' = D ; 

tter Medical Di ; Life Companies Are Anxious to Get a | Vice-President of the Equity Life of | Vevelopment of Business Brings 

an ica r 5 
pany Me irectors in Settlement from Germany on the Omaha Comments on Life In- Growth of This Phase of 
incinnati “ a 
Cincinnati Lusitania” Cases surance Operations 
pi Se oi wn ee i coe Se ite Agency Work 
' N E\ kk " ‘ y th the . . . ° 
eral MEET LITTLE DIFFICULTY NEW YORK, July 9.—Now that the Guy H. Furness of Omaha, vice-presi ape 
not mixed claims commission, sitting at| dent in c! of agents of the Equi 
| f agent -quity | MIN : 

on Washington, has approved the claims |} Life of ty, contributed a valuabl IMUM FIGURE IS SET 

n . fan ber of ocean marine companies rtix sm the teen f =~ ; " 

on Say That Today the Companies Seldom | °' * "UMC! cean marine companies | article in the issue of the “Sunday Bee . 

ess : ‘ : of this country against the German gov- | describing of the development of life in 

able Encounter Drinkers in Their ernment for losses suffered by their as- | surance production and telling how | Believed Valuable for Weeding Out the 

held Checking of Risks sured during and prior to the entry of | agents in the field have improved by Failures and B : 

' er . : Ha ipre » Q : uildin ; 
it the United States into the world war, | securing more knowledge about life it A & Professional 
rted life insurance company executives are | surance scrupulously observing — the tmosphere—Some Objections 

‘ded CINCINNATI, O., July 8.—The oi | hoy ying that their claims will meet with | ethics of the business and by int lligent 

the ficials of the life insurance companies ye like recept! & In the sinking >t the | soliciting Mr. Furness said in part , 

for . . | “Lusitiana” by a German submarine, a P VU) phas ; ene ! , 
of Cincmnati are rather inclined to min . V con thies governing t ty , : “S » Gevelopment 

naa ! considerable number of American lives - eatin ae : cde heel that has grown ¢ ee" ? 

. . rian = sults . brevet ected into va ico derable « it 
= ize t r« impe rtance ot the results of | were lost, many of whom held life in- | oy cwsestedt a : + Rielle eimai to. xter 
sur prohibition on life insurance risks. | surance in the home offices All claims | ferent penalt id! aie aa ce years is the system of 
that Though the subject mav be of serious | Were promptly paid by the companies | tien of me. Ome _ eT ores ot 
ess mportance to the publy in general, and to the benehiciaries of the Gecease . an oT. : 1 Segoe : oe cee wit a yer ne nu bas o8 
the , h tl be littl ; underwriters contend that they had a — ' rs departments ' nual production, th pury t! 

1 ait 4 t > ‘> Le) > > | } ’ ’ : . ? ‘ ! 

“IES “es sere Can be fittie question a ut vested interest im the lives ot these ! , kK oevVery effat te develo fe ' . T lo ‘ } } 
, . . ae Weed out the nr 
the menace of bootlegging and the policyholders whose untimely end | Surat } fa . ah ne pro 
drinking of illicit liquors, so far as the | caused them a material financial loss, ,!" J ker ’ ‘ . ‘ 1 aan f the 

] , : an . ] se . ' , ! t rt x gent d re ' 

~ life insurance companies are concerned. and have a ettlem« r Oe 0 a re te ee: “. lon — . mer 

are . , . ~_ alae proximately $500,000 irom sCTMANY. fay, > . —— if OF ! ! produc ' 
th Situation is neghgib Ss es : . . . ‘ ved by t) ver fan | ! £ a volum 

sm ; ’ “a oy sp Thi doe Phe case is before the mixed claims |.."° aes oy t re , Sides to cur Ge ‘ 
see not mean to say that the officials do not | commission and its disposal is bei L t lves and the 

»m sale guard the compames SO tar as POS- | anxiously watched Omaha Companies Progressive - nh wen managers 

‘o sible, but that the experience is such t S the ¢ i\ stituted 

I . ° . ° ° Ohma s ‘ ! s ; . 
that drinking now exerts a minor influ ! ire prog ; 

tor ri - ‘ Realizing t it tr . . ive s par ! hh 
ence on selection of risks a med man has every va 

ex- I C ( ISHS. business and is unable to maintain his | advantag: is chose professi the, agen od ' ‘ } dividual 

ms Several Concur in Views premium deposits, with the result that | maintain schools of instruction at their cme required 1 meet th . 

ine the business goes off the books because | home offices where every effort is mad —_ ahs ' 

Dr. Wm. Muhlberg, medical director . ts to train representatives to the hiche«t re Irom the age Sor las 
Ss ¢ —— a 0 aps¢ hes j 
nee t the Union Central, Dr. Robt. C. ; degree of efficiency. Seve Omaha cor © built isis f 
a f Jones, medical director of the Western See Benefit in Prohibition panies ave orrespondence courses | pol s, others on ¢ ce 

) . . aie M4518 OL Volunme 
& Southern, ar ir >, Osmond, as- : whi Vailal t gh the various i busines sieeee z os 

x Sout rear Nery bi . A. I. , _~ a ag" Prohibition has been a real benefit to | universities Graduates of universities | \Qy : premiun paid 

sistant medical director ot the Columbia | ne dig, companies In the old days, /as ws is other ambitious voung met mare ver basis ts used, the figure pr 
Lite, all expressed views which leave when men gathered at saloons, the en wl re bout to seleet vocation for e ead ds th n Deparypary s taken bw the 
the impression that the general tenor of | yironment was bad. Drinkers kept late |their life's we vill find, uy invest ; Mager as t smallest amount of 
such remarks are correct. hours Thev too often drank more | B#! on, that perhaps 1 profession in tl us that i ‘ Vritte by a an 

: usiness world offers suc} wnat cumas same tit he 

Accurate Data Unavailable than thev intended, being more or less tunity fer advar t w > “ th. ] le me othex 

el sie forced to keep up with the crowd. All] woo cue , ten oe hae ec or rha esult ire re 

Accurate data on drinking is impos- too frequently a desire for an innocent | ciiee mrotcacin, — oe pany offices that are w ng 
eal sible to get. Applicants will not give) drink wound up with an all night party aes n plan, and t others, who 
in reliable answers to the questions with | where getting drunk was but one of the Wust Know Business t mstituted the production pr 

regard to the consumption of alcoholic | excesses of the occasion It has long Life insur © Salesme f today must | * ODE ‘ is det ental to t 
ea beverages. The inspection reports sel- | been known as a fact that over-indul- | Possess knowledge of the vast usages of | 7''U" running of the Stine 
dom bring any pertinent facts to light.) gence in alcohol and venereal disease are | '''* surance and w teach policy for Different Queta Baxex 
; : ; t . \ ccol , To understane ne ‘ 
But where there is strong evidence that | common companions. While there are ; ler — ' a 2 
; C | : a fice te ibstract ? ordinary life . qeuirs gy ! 
the applicant indulges and especially | no statistics available on this point, it policy nd then endeavor to sell ti as $100.00 , , - 7“ “ty 

| } ¢ . mae. | ‘ . is | as . siliess, an sist that 
ved where he had a similar reputation be- | is the general impression that the Mor- | came ) vy to every one, regardless of | this tb ritt ne oer 
ap fore the advent of prohibition, his appli- } tality experience has been directly ben- | his needs el tances, will not | veterar t sil ee 

: . hte 1 rrohi [0 > re. | en Mo. s . Oo ve 
ials cation is scrutinized very carefully and 1 ted by a — n by and —_ ~ pr ‘ or phe. 
; . ons ther s probab over 50 percent tusines heritance t K : 
ot is frequently rejected. With such aj Sere Is Probably ‘sol ‘ percent ce- | x ; , ioe eal — 

. ° . “Y S 1 . uml r of drin rs, and } Surat tux s ' x i} - a ‘ ? 
ree man, the feeling is that he must carry | += tina ¢ m the number ~~ . pee ieee senanieateieaihitin an Re: “pe It pomnt vt that the rent ' 
the , . a a - } the amount ot liquor consumed has, ot } : ech tot P SRBSky Sue : ’ : , “Ss —_ : 

is own risk The danger of an over-} — : : , |merous other contracts must be thor live comtortably o mou 

en ' ; . . -| course, been reduced by a tar greater a8 

dose of rank poison that will cut off |...) ough understood by t essful life $100,000 
ec th fe on s ‘tice is too g1 PR User spocats inderwriter of t y if id 1 ’ , ' , mre 
he life on hort notice : t wreat, ¢€ Common sense in reviewing the whok we ~nglh . 2 : gry g a ver 
pecially where double indemnity benefits ) influen Tepe «eee m imanranes . . , . rel vears add 
ay = And here the disability } 3.1 = * promibition  ¢ surance | Advising t nul , me t ftv ca a Ti et . 
are granted, ne where the dtsabihity risks must be exercised li there is |p: ding ways and means for the build er 7 
clause with annuity in event of blind- | enough drinking to cause alarm among fine of erltance as well as prot it eas ‘ yea 
oit. ness is sought, there is always danger | the officials, where are men getting it? | tic t the uncert ties of hu ‘mu t imte 
ind ot wood alcohol destroying the optical} There is none of the casual drinking t \ ’ aS TWO ¢ ! 
. port bei 

42 nerve, with attendant heavy penalties } when meeting a friend on the street % , . 

the to the companies >A man does not step over to the cor , os re ee a _s ' — i 6 ? sal - - 

we ! ner from his office to quench his thirst he employees ges ¢& SHEE ;* . q ictual check 

m Rejections Are Rare ee : wer ectee > the eT eouent] the saloon { t d Is « vork. this be ; 

es : : Neither does he ordinarilv keep a supp ‘ ’ "i. 8 : 5 aieee P P . : -_ 
in Practically, however, rejections be in his office Pv gnteaedy eating: Toke Mis “ge pth , “pes — 
his cause of alcoholic indulgence are so es ? amps em ean . ; oe ‘ wus ‘ 
rare nowadays as to excite comment Conditions Reflect Change } Few Claims from Moonshine = ~~ Aog 
wh wep on , ; nm : m ’ : 1 re y R , venecy 
vhen they do ari e. In reality the pre The man in the ordinary walks of | rhere are isolated cases where claims | ke« certain product A 
ent day drinking is a protection to the | }ife has not the money to afford liquor, are filed which are directly the result [has grow tical im recent vears. The 
Nsurance companies, Phe beverages | nor will he go to the trouble to learn | of drinking moonshine and other bad | old p! . . te hank te ane 
wvailable are, at best, of uncertain lin the devious wavs in which it must be! 1 There re instances where the i ' ' oh his und 
ne tage, except tor the alecoholic—and other secured The well-do-do man may that hibition has b git taking SiMe ss ‘ tely 
s poisonous content. Men who indulge in| keep a supply at his home, but it is insurance risks. But the nur wl er $10.00 $500,000 is writte 
ess them do not insure. No self-respecting | generally a gesture of hospitality with . ited as to play but small . displaced 
rN man will take the chance of injuring | which to welcome his guests He sel- the experience of the con es. | throug t i t . g 
‘ the health such beverages threaten. It |} dom drinks at home with his family. contra the percent re y : g ; 
tine drinkers have any responsibilities,| And when he does pass around the cup | jections of applications has steadily de the 1 writ \ art th 
ex thie seldom attempt t assume them. | that cheers, there are usually « very lim | crease d since the law went into effect. | progra leve uw the siness to 
\ Eventually they either give up drinking, | jted number of “refills.” if am | OF se. d credit must be given the profes stat : is wf ving 
ni 4 —= ogee he ame ae ot | On the other hand, the average _ ag in the el Tl igent uncor tt 

di the tailure of their health n either | is living , . 10 , us ids the man ho drinks 

: ag wd , is living better, he has more money st avoids the man w ink tien, ‘ein Cie | 
x case, the imsurance company 1s pro spend and he is buying insurance, as sume of the Di ns of the au 

er tected. Heavy drinking of a temporary | well as other things that, only a few rities quoted in Cincinnati indicates O of the chief advantages of th 

Th nature is ordinarily detected by the ex-| years ago,” were considered to be the rlv that the added risk, if there is } production minimum ts said t ve the 

ed += who inspects the risk prerogatives of the well-to-do. Can this posed by the effects of prohi- | elunn I t SINESS Agents 

lite [here has always been the protection ; be attributed solely to higher w ages one which their companies are | wl t ma good 1 who ar 

ut gainst paying death ¢ laims on lives cut One very large industrial organi Poe nerie wilhne to accept as a part of | actua rine 1S ss, rather 

re ort by excessive drinking. rhe man reports that, before prohjbition, i was list ‘ uman ills which result in deatl hat Iping Ur ‘ ral age $s 
overindulges generally loses out in|} no unusual thing to have 20 or 30 of consequent paying of claims There are countless cases where a s 
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| exested life underwriter, one who can 

sell, could amply protect a prospect's 
} beneficiaries, and yet one of the type of 
| agents that should not be in the field, 


SS TA makes the approach and either does not 


sell nor does not sell sufficient nour | 


ance. It is true that some few cases 
Insurance Company : : , . , 
are sold by these men that would pos- | 


sibly go without protection and this 


GS * «Oo 
“inne should be avoided always, but it is also | 


true that much business is lost by these 
: : 


. | di t men that would otherwise be cared for 

e rice ess ngre 1éen in the proper manner. It seems to me 

that were all these failures in the busi- 

ness removed the agency lorces would 


This story is told of the “Priceless Ingredient.” be so thoroughly rejuvenated that the 
“In the city of Bagdad lived Hakeem, the Wise One, and | entire field would be covered in the | 
many people went to him for counsel, which he gave freely right way and none could escape with 

j the excuse that they were given no | 


to all, asking nothing in return. 


“There came to him a young man, who had spent much but choice. It is also a degrading influence 


got little, and said: ‘Tell me, Wise One, what shall I do to re- on the business to have these men, who | 


ceive the most for that which I spend?’ are 1 not making enough to live on, adver- 
tise themselves in their community as 


“Hakeem answered, ‘A thing that is bought or sold has no : 

value unless it contain that which cannot be bought or sold. life underwriters. lf a man cannot 
Look for the Priceless Ingredient.’ } make a certain degree of success in his 
‘*‘But, what is this Priceless Ingredient?’ asked the young work, he should find some other work, 
man for hopeful waiting will bring him noth- 


Ing. Figures issued by statisticians 
show that the first six months of a 
man’s work resemble his production for 
each half-year to follow and thus a 
failure in the early part of his connec- 
tion is practically certain to remain a 


“Spoke then the Wise One, ‘My son, the Priceless Ingredient 
of every product in the market-place is the Honor and In- 
tegrity of him who makes it. Consider his name before you 
buy.” 

The institution which one represents must, of necessity, have its in 


fluence upon the means and measure of a man’s success. | inilere, The amency manager would be 
Our desire is to preserve the highest ethics of the business world in | doing an act of service to his men by 
general and of our own in particular and to build in to our organiza- | dropping all those who are not earning 
tion only men and principles that will insure and preserve integrity | sufficient to live in modest comiort. And 
in all of the Company's relationships. | he would save considerable in his ageney 


OV erhe ad.” 


Puts Impetus to Work 


A lite underwriter, in commenting on 
this, said, “Any agent can write at least 


The Ohio National Life 


twice 
Insurance Company mum, provided he sets himself to the 


task. In life underwriting it is much a 


T. W. APPLEBY, President matter of morale and the agent who is 
W.F. MACALLISTER, Agency Manager made to believe he can write $100,000 


or $200,000 can do so. Che plan of 
making a certain minimum each year 
has some value in that the agent who 
realizes that his future livelihood de- 





pends on getting that amount will go 





out and get it. It does not necessarily 

POLICY LOANS CAUSE LAPSES aan wn Ss ec tek ‘Semeeanel 

Have You found a way to stop this waste? methods or even use the appeal of per- 
| sonal aid. It would more often mean 


Our lions for many Companies and is the result of tw - 
De ee yoo ben and pool wy — that the man would put every effort into 
_—— his work, display his real selling ability 


10 ue HANN oa Illinois and bring in the business. Such fe w 








justly be dropped.” 














\ vision of the futare was given by 


would like nothing better than to weed 
out his agency and develop a staff of 
only 50 men, all of whom are writing 
$200,000 or more. This was given as 
an ambition. He would organize his 
agency along the lines of a club, with 
membership an exclusive right. only to 
those who would be able to qualify to 
the minimum of $200,000 each year. It 
would be a select list of life underwrit- 
. . . . . ‘ lers and would enable the agency to 
For information regarding a General Agency in cover the ficld in a most efficient man- 
ner. It would remove the necessity ot 
financing and greatly cut overhead. And 
IOWA SOUTH DAKOTA WYOMING it would develop a group of high-vrade 
salesmen, perfectly satisfied with their 
work and makine a very comfortabl 


write M. A. Hyde, Assistant Secretary | living. 


The 
Security Mutual Life Insurance Company 


Lincoln, Nebraska 


Disapproves Quota Plan 


A WESTERN COMPANY with WESTERN IDEALS BP Rage Ren ate php that meedeeg 


who is an ardent advocate of agency 
| training and development and has even 


MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 

















cases as do not meet with success could | 


one agency manager who said that he | 
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| Necessity Is Seen for 
The Agent to Know the 
Plan of the Prospect 


HE Connecticut Mutual Life offers 

a valuable contribution to program 

building. It compares the build- 

ing of an estate through program in- 

surance to the building of a great struc- 
ture. 

Every one has been impressed with 
the rapidity with which a great sky- 
scraper is erected, as astounding prog- 
ress is made from day to day. But the 
| average layman in his wonder at the 
speed with which the building is going 
up, does not think of the months and 
| perhaps years of preparation that went 
| before the actual construction was be- 
gun. During that time the best trained 
architects and engineers were consulting 
and planning, so that really the work of 
the building was completed before the 
actual construction had begun. Every- 
thing was ordered beforehand, and 
when ground was actually broken, all 
that was necessary was to follow the 
instructions, which accounts for the 
speed. 

Must Know Prospect’s Plans 


In the same way it is necessary for 
| the salesman to know what the pros- 
| pect’s plans and ambitions are for the 
future. Because he is not at present 
in position to undertake his complete 
program of insurance, the prospect must 
not be neglected by the salesman. The 
| prospect’s immediate buying power is 
| not always equal to his hopes for an 
estate, but likewise funds for an indus- 
trial building are often limited, although 
the plans may be projected years into 
the future and carefully followed except 
for changes that must be made to meet 
unforeseen contingencies. 


Should Learn One’s Program 


No contractor would consider pur- 
chasing odd lots of stone, cement, lum- 
ber and hardware without some definite 
plan to follow, but too often the sales- 
man sells insurance in a haphazard way 
instead of studying the prospect's needs, 
learning his plans and hopes for the 
future, and then helping to make them 
materialize through the scientific appli- 
cation of an insurance program. 


set up requirements as to education and 
training for those joining his force. He 
said, “The danger of setting a quota for 
the year’s production is, as is true of 
contests, that the agent is very apt to 
use his ordinary selling methods until 
the vear-end approaches and then, see- 
ing that he is falling short of the mark, 
he will solicit his friends and even others 
on the plea that they give him a policy 
in order that he will not lose. It is a 
strong appeal and many a friend will 
take a policy on that basis alone, but_it 
is one of the things that gives the Mie 
insurance business a black eye. This 
ferm of solicitation should be eliminated 
It seems to me that the same end can 
be accomplished through the medium of 
| agency training. If the manager set up 
| requirements as to ability and make 
careful selection of new men, if he edu- 
| cate them as to life insurance and sales- 
manship, and if he carefully watch and 
| assist in the work, each man on the 
force should far outstep any minimum 
forced through the goad ot discharge. 
It is true that some men will have to be 
dropped, as it is impossible to make a 
100 percent selection, but the weeding 
|} out should be the result of personal 
study and not a matter of rule.” 





Royal Union Honors Koch 


The agency organization of the Royal 
Union Life has just recorded for June 
the greatest month in the history of the 
company, as 184 individual agents pro- 
cuced $2,518,355 of new business. The 
|record breaking demonstration was in 
| honor of Vice-President William Koch 

June having heen designated as “Koch 
| Month.’ 
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pect 

offers 

gram 

si The Best of the Year 

with 

prog: _ _ When The National Association of Life Underwriters holds its annual meet- 
: he ing in Los Angeles, July 22-26 those in attendance will hear, during the sessions, 
going talks by the biggest producers in the business, the most successful life insurance 
Went men in the country. 

rained ; P 

utting These heavy writers will tell how they get business, how they find prospects, 
e the how they make the approach, how they know when to close, how they draw up 
o- life insurance programs, how they decide what form of life insurance to offer each 
2 individual prospect, how they know when to stop talking, and every other 
- the feature of their sales plans that might be helpful to others. 

¥ for All of this will come from men with big records for personal production, not 
: the from theorists. 

resent 

1 lete . . . 

must _ In other words, during the four days of the Convention, more practical, 
er is inspirational, helpful life insurance material will be given by the speakers than 
aan will be heard or distributed at any other time or place during the year. Those 
inte who are fortunate enough to be at Los Angeles will take away with them the 
xcept best life insurance thoughts and plans of the year. 

Practically the same thing can be done even by those who do not attend. 
per How? By simply reading the daily issues that The National Underwriter will 
finite publisi during the Convention. Each day at the close of the business sessions 
sales- ° e ° 
| way The National Underwriter will commence to make up at Los Angeles, an account 
x~ of everything that took place that day. The next morning the paper will be dis- 
= tributed to all life insurance men at the Los Angeles convention, and mailed to all 

regular subscribers of The National Underwriter. These issues will contain not 

. merely accounts of what took place, but will print verbatim reports of all speeches. 
+ Everything that everyone has to say will be published in full. The principals 
a te talks will, of course, be featured, but all the others will be there, too. 
‘until 
aor Pee ee 
thers - ! 
a Home Offices, General Agents {ine nations! Underwriter Company, 
will ! 1362 Insurance Exchange, 
ok and Managers | Chicago Ill 
he Please send us cop of each of the daily 
ro Why not see that all of vour agents issues that you will publish covering the annual conven- 
m of : 5 : tion of the National Association of Life Underwriters to 
a get these ,1SSUCS:! Most of your men, of be held in Los Angeles July 22-26, at the prices shown 
pres course, will not be able to go to Los An- =! ow: 
ales- geles, but why deprive them of the oppor- 
-_ tunity of familiarizing themselves with { Name. 
—— what takes place at the Convention? Send {Street or Building... 
0 be each of your leading producers a set of |! 
rte these Dailies. The cost is trifling, and if 1 City. pnbemenwinedl ... State 
‘onal out of these special issues each of your | 

men gets one idea that enables him to | WHAT THEY COST 

write even one case, the money you spend | Set of 3 Dailies 
— for these special issues will be repaid many {One to 50. 50 cents per set 
the times. Fill in the blank now, and mail it { 50 to 100... . ....++.45 cents per set 
The to us. ae a a ee ...40 cents per set 
s by . 200 or more...... ..35 cents per set 
<och ' 
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‘GIVE HALF- YEAR DATA | into many fields to cultivate the weeds 


| out of existence. Wheat is ready to cut 
in the southern part, but the rains have 
put the wheat down, and made harvest- 
ing a difficult job. 

These are factors, however, that are 
regarded as only temporary in character. 
Mr. Goldstein, in common with other 





_ 


| 

me | 
— COMPANIES’ FIGURES | 
| Three Show Gains Over First Six | 


Conditions 


Months of 1923—Rural Business insurance men, is looking forward to 


Holds Back Others greatly increased business during the 
last six months of the vear 


LINCOLN, NEB., July 8.—None of 


. ° ; o,° Lapses About the Same 
very business is governed by conditions. 
Whether the company prospers or fails is a 
result of these conditions. An insurance com- 


. + . . The Midwest Life has also dropped 
the Lincoln life aii tana has compiled | trifle below the first half of 1923, duce to 
| full data on the first six months busi- lthe conditions just described. The tak 
| Ness this year, but with three of the five | ing over of the business of the Lincoln 
| an increase is assured from totals pre- | Life has upset things a bit for the past 
viously made. The two which dropped | month, but President Snell looks for 
a little below the total for the first half | ward to a nice increase the last hali of 
|of last year have been relying in the | the year. 
| past largely on rural business, and that All of the companies report that lapsa 
| has not been fully developed this year | tions are about the same as last year, 
| for several reasons. with a tendency towards getting less 
ls The Bankers Life reports a very satis- | Mortality is also less, while few requests 


pany is conditioned by its management, its 
agents and many other elements which must 
necessarily enter into its make-up. 





The business condition of the Atlantic Life 
today is a source of satisfaction to those who 
have guided its destinies year by year. In all factory percentage of increase, with | for loans on policies are received 
its 24 vears of satisfying and substantial un- aeapecengy the same agency force as 


rads ‘ e ! ast é < ) é s Z s Hi ; ; 
derwriting, it has never made any undue ei- ’ YOR, 200 WOROUL omy epetul Gime Newspaper Editorial in 





new business. The company has 


| written more business each month than Strong Indorsement for 


| for the correspondnig month last yéar. 
Lapses are about the same as last year, Life Insurance Business 
and not far above normal. The com- 
pany is opening some new agencies and HE following strong endorsement of 
expects to increase its writings still life insurance was given recently in 
further for the year. the editorial column of the Cincinnati 
; ; “Times-Star.” 
Canter Activites Ge Cline “The other night the Cincinnati Life 
The Security Mutual reports an in- | Underwriters met, and at their festive 
| crease of 55 percent in Nebraska busi- | board they brought statistics such as 
ness and 17 percent all over its territory, | $350,000,000 of life insurance in effect 
| comparing the first six og of 1994 | in Hamilton county. It is too bad that 
with the first six of 1923. The Nebraska | they did not present another side of the 
increase has been brought about largely | many-sided financial picture of life in- 
>» | surance, and tell us how much money 
life insurance companies have loaned on 


forts towards expansion or production. It has 
never strained itself financially or otherwise, 
and consequently is in first-class condition in 
every respect. 


Atlantic Life Insurance Company 
Richmond, Virginia 


through an increased agency force, the 
employment of more full-time men and t . - 
the centering of activities in the cities | buildings in Hamilton county. And 
and the towns instead of extending into | that would be one of the many ramifi- 
the country districts. cations of life insurance funds in our 
Assistant Secretary M. A. Hyde says: | Community, 
1 ’ ' “No form of insurance so permeates 
a community as life insurance. The fu- 
ture of almost every home is greatly de 
pendent on it. Its possibilities have 
been realized by the modern under- 
writer, and church finances, college fi- 
nances, and the finances of our charities 


EDMUND STRUDWICK W. H. DALLAS 
President Superintendent of Agents 


“The first six months of this year in 
the agricultural communities were not 
easy months for writing insurance. A 
much more optimistic tone is develop- 
ing, and we believe that the outlook now 
is for a very much increased production 




















Phe acreage was decreased this year,| “To take away liie insurance from our 
in which is helping materially to raise the | social and economic system would be to 
price We are looking forward to the | substitute anarchy. Its finances are the 

IOW farmer getting a dollar for his wheat. | bones that give coherence to the sinews 

this country for so long. | to be carried on in the face of pe rsonal 

—at— ines Gide Genii Geen | calamity, The dignity of the profession 

| may be seen in the character of the life 

. 

; Fort Dodge Burlington 
7. . 
Sioux City Davenport 


Desirable General : | 
esira e ener Agency "— the last Se months ote — | have become additional phases of under 
Openings reat is showing unusually well. writing. 
It he does it will greatly lessen the | of capital. Life insurance is the boon 
financial tension which has existed in | that makes it possible for family life 
Dubuque Ottumwa 
Waterloo Mason City 


“A good deal of liquidation has taken | underwriters, themselves. The song-and 
place which is bringing about a much | dance man and the fellow with the book 
more stable condition. Money is plenti- | agent manner have gone out of style 
ful, and, with the increased casement 2 | The life insurance underwriters have 
good wheat crop will bring, the farmers | hecome our best citizens and our good 
will feel more like launching out than | friends, who build our economic foun- 
they have for several years. Further- | dations and neutralize financially for us 
| more, the banks will be in much better | the vicissitudes of this mundane career.” 
. - shape to help.” utente 
Real Home Office Cooperation . The Old Line has added about a mil- | Lincoln National’s Prague Exhibit 

10n more to its insurance written the 
first six months of this year than it did | Photographs, floor plans and charts ; 


F , ATTRACTIVE GENERAI |last year for a corresponding period. | showing the model arrangements of de- 
or an 4 The company is working with prac- | partments of the Lincoln National Life 
\ . ° tically the same agency force as last | are being prepared for exhibit this sum 
AGENCY CONTRACT with a PRO- sak’ tok Ganaihicatens of Rauune Veter Goliee Ge Pires tntarentionst Vns- 
7 ° Anderson, who took charge some | agement Congress to be heid in Prague, 
GRESSIV\ E COM PANY ina PROS months ago, has imbued the organiza- | Czecho-Slovakia. Harry A. Hopf, man 
‘ tion with added pep and is extending | agement engineer, a delegate to the In 

PEROUS AGRICULTURAL STATE the company’s activities in various lines. | ternational Congress, has requested a 
display from the Lincoln National Life 
a é ; P with the assurance that the organization 
The Liberty Life reports a slight fall- | of the home ofiice of the Indiana com 
O J CY ing off in the six months totals as com- | pany will be accorded a prominent dis 
. J. LA pared with the first hali of 1923 | play in one section of the management 


2nd Vice-President —in Charge of Agencies _ The company specializes in rural writ- | exhibit 
ing, and Secretary Joseph Goldstein says ical 


two causes have made it difficult to 


THE MINNESOTA MUTUAL LIFE ee ee ae ee The Royal Union Lite announces the 


Frequent rains have made the roads fecorgpens of George A. Greenlee as 
| 
| 


write Farm Field Still Difficult 





Greenlee is Promoted 


INSURANCE COMPANY bad, and it has not been possible to see | second assistant secre tary. Mr. Green 
prospects as expected. The other is that 


lee has been associated with the com 
SAINT PAUL MINNESOTA the farmer is a bit inclined to imagine | pany for a number of vears and is well 
troubles that are not ahead of him. | fitted for his new position. He will have 
Corn all over the state is backward, and | charge of the renewal premium and con 


the rains have made it impossible to get | servation departments 
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State and District Managers 


who direct the army of workers in the respective territory which produces and handles the 
business that will be issued and cared for in this building 


J. T. Auten Acency Colorado and Wyomime Prue W. G. Hunter AGency Utah, Nevada, South Idaho 
410 Central Savings Bank Building Denver. Col “ i R Salt Lake Cit l*s 

EUGENE ARNETT AGENCY Oklahoma and Loutsiat Tue D. M. Hynps AGency Montana 
Arnett Acres, Oklal City, Okl hlectr B ng. Billing Mont 

Missourt AGENCY : \lissour Prue W. C. Jones AGENcY Northern Kansas 
Home Office, Kansas M Hor (iffice, Kansas City, M 

S. B. BentLtey AGENcY.. Central Illinois Tue know, MaAppe AGENCY Wisconsin 
408 West Main, Taylorville, Il ? ‘ Casw Block, M k \“ 

Doss Brittain AGENCY ; Northwestern I[linots Tue L. C. Mersrecoer AGENCY New Mexico 
Galesburg, Ill Box 24-5 First Nation Bank Building \ j N. M 

W. Q. Core, Jr., AGENcY...... ; Mississippi Tue CC. FE. Myers AGENCY South Michigan 
201 Merchants Bank Building lacksor Miss 2 Capital S & 1 Ridge Lansing. M 

D. J. CrRAvVENS AGENCY ss rer Nebraska Tue G. W. Parpre AGency Arkansas 
First National Bank Building, Lincoln, Ne » Souther rust B ne tle Rock, Ark 

CRAVENS & CRAVENS AGENCY : ‘ lowa rue W. W. Ruse AGENCY Southern Kansa 
tos Securities Building Des Moines, low H (fice kK s Cit M 

C. W. Fisuer Acency St. Louis and Western II Prue N. E. Sco AGEN« Washington and North Ida 
S07 Chemical Building, St s, M | Vakir W Smut Blidge Seattl \\ 

Given & Jupp AGENCY = California THe Orvitte THorr Acency Texa 
S12 Hilstreet Buildir Los Angeles, Cal su? Maer i B ne, D I 

GIveENS Broruwers AGENcY.. : \rizona Tue | } WiaitniamMs AGENCY Ss Dakota, N Dakota, Minnesota 
108 Phys ns Building, Phoenix Ariz Box 63 S Logan Bidg.. M ell, S ) >| it Kh) Mir ! Mir 
Cuas, GRAMM AGENCY . Oregor rue W. W. Watt AGENCY Tennessee 
1201 Northwestern Bank Building, Portland, O T Independent Life B ng, Nas 

W. B. Hays AcEeNcy South [lines Tue R. M. Vanopiver AcENcy \labam 
12 Cairo National Bank Building, Cairo, IN ‘ \ ver Building, Montgome \ 


Experienced agents, unattached, or those desiring to enter the profession of life underwriting, should correspond with the Manager 
in the territory desired, or direct information may be received by writing to 


J. F. BARR, Vice-President and Superintendent of Agents 


Home Office: Broadway and Armour Boulevard 
Kansas City, Missouri 


KANSAS CITY LIFE INSURANCE COMPANY 


J. B. REYNOLDS, President 
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TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 

Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 Ist, 1923. 























. A. HOPF 
OMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Equipment Standardization 


Organization 
Personnel © Modern Office Planning 


Methods 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 





LIST CANADA PROGRAM 





MANY INTERESTING FEATURES 





Annual Meeting of the Dominion Life 
Underwriters Association Will Be 
Held in Winnipeg 


The program for the annual meeting 
of the Canadian Life Underwriters 
Association to be held at the Ft. Gary 
Hotel, Winnipeg, Aug 20-22, has been 
announced. Edward Morwick is presi- 
dent of the association. The program is 
as follows: 

Tuesday, Aug. 19 

10:30 a. m.—Meeting of Executive Com- 
mittee, 

Wednesday, Aug. 20 
Morning Session 

Chairman—J. H. O'Connor, President 
Winnipeg Life Underwriters Association. 

9:00—Registration, 

9:45—Invocation. 

Welcome from Winnipeg Life Under- 
writers Association. 

Welcome from the Life Officers Asso- 
ciation. 

10:15—President’s address. 

10:45—“Life Underwriting as a Profes- 
sion,” Professor Swanson, University of 
Saskatchewan. 

11:45—Debate: “Resolved that an Ap- 
peal to Intellect Is of More Value than 
an Appeal to Sentiment in Selling Insur- 
ance.” Affirmative, the East represented 
by William May, Jr., and -. Nega- 
tive, the West represented by B. C. 
Thompson and Thomas Murphy. 

12:15—Adjourn. 

Afternoon Session 
Chairman—Ed. Morwick, President, L. 
. -z. & 

2:00—Singineg. 

2:10—"Systematizing the Canvass.” 

Urban—wW. J. Brown. 

Rural—F. W. Hobson. 

Discussion led by H. W. Manning. 

3:00—"“Why I Became and Have Re- 
mained a Life Insurance Man.” Ten min- 
ute addresses—A, E. Lawson, E. J. Trav- 
eller, George McCuish. 

3:30—Judges’ Report: Professor Swan- 
son, C. C. Ferguson, Ed, Morwick. 

3:40—Business Session. 

Thursday, Aug. 21 
Morning Session 
9:30—Singing. 

9:45—"“The Simplicity of Success,” Dar- 
by A. Day. 

10:45—"Graphic Methods of Approach,” 
D. J. Scott. 

12:00—Election of Officers. 

Afternoon Session 
2:00—Singing. 

2:15—"The Flexibility and Analysis of 
Life Insurance.” 

3:15—Singing. 

3:20—“Business Insurances,” 
May and R. Dunbar! 

Banquet Session 
6:30—Dinner served, 

Address of Welcome. 

Address by Darby A. Day. 

Friday, Aug. 22 
9:30—Singing. 

9:40—“Income Equivalents of Life In- 
surance,” George H. Harris. 

10:40—Singing 

10:45—"Obtaining 
Lyle Reid. 

‘Retaining Representatives.” 

“Conservation.” 

11:30—Unfinished business 

12:00—Closing of convention. 

Industrial Section, Friday, 
from 9:30 a. m. to 11:30 a. m 
J. J, McSweeney 





William 


tepresentatives,” W. 


> 


Aug. 22, 
—Chairman, 


Seek $2,000,000 for McVoy 

The Central States Life of St. Louis 
has set a mark for its agents of $2,000,- 
000 for McVoy in July. James A. Mc- 
Voy, vice-president and general man- 
ager, is the driving force behind the 
company and is beloved by all the 
agency organization. It is expected that 
the boys will go over the top for him 
in grand style. Mr. McVoy celebrates 
his birthday on July 21. Hence the 
celebration. 


WHEN an agent writes a difficult case, 


then is the time to go after some other 
“hard-boiled” prospect while his fighting 
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GET A CLEANUP POLICY 
ARRANGE FOR DEATH DEMAND 


Prospective Customer Must See the 
Picture of the Situation When 
Provider Is Removed 


Advertising, as the Missouri State sees 
it, consists merely in presenting pictures, 
either verbal or photographic, in which 
the prospective customer can see him- 
self in the place of the pictured person. 
Most advertisements picture only the 
satisfied customer, but can seldom show 
what will happen if the purchase is not 
made. 

This is the secret of the life insurance 
agent’s sales talk, to picture to the pros- 
pect the advantages of carrying insur- 
ance, presenting it in such a way that 
the prospect will see himself in the pic- 
ture. The difficulty is that the scope of 
life insurance is so great that the pic- 
ture, to exert the right appeal, must 
be presented in such a way as to fit each 
individual prospect’s needs. But the life 
insurance agent has the advantage over 
the ordinary advertiser, for if his pic- 
ture of the satisfied customer does not 
make the sale, he can turn around and 
show the prospect what may happen if 
he does not buy. 

To Meet Death Demands 


The example given by the Missouri 
State Life shows the attempt of an 
agent to sell a young man who has a 
wife and two small children, the first 
step in a minimum program, the clean- 
up policy. First he shows just what 
would happen if the man ‘should die in 
six weeks, adding up the different bills 
with which the widow would be faced. 
These would include the rent, grocers’ 
and butchers’ bill, doctor’s bill, under- 
taker and cemetery lot, remaining in- 
stallments on the furniture, and perhaps 
a few hundred dollars borrowed to cover 


some special expense. The _ total, 
roughly estimated, amounts to $2,000 or 
$3,000, a very formidable sum. Sut 


looking through his papers, she runs 
across his policy for $5,000. Fortitied 
with this she can pay all outstanding 
bills, clean up his debts so as to leave 
his name clear and have enough left to 
enable her to plan for the future. 

If this picture does not appeal to the 
prospect, the agent can present the other 
view, picturing what will happen when 
the widow is faced with all these bills 
with no resources to meet them. She 
is dunned time after time by the land- 
lord, the grocer, butcher and undertaker. 
Her furniture is removed because she 
is unable to meet the remaining install- 
ments. Finally she takes the children 
to the home of the father-in-law, as her 
own parents are dead, and leaving the 
children to be cared for there, returns 
to the city to find a job. She is faced 
with the burden of making a living for 
the children and for herself, and in addi- 
tion, with that of paying the debts. 
Working and scrimping, she wears 
down her health, just to clear the pros- 
pect’s good name. 

This sort of picture does not appeal 
to the prospect, and he will try to re- 
lieve his imagination by returning to 
the first. But the only way he can make 
the first picture a certainty is by pro- 
viding a clean-up policy in an adequate 
amount. To present a picture of this 
sort that will fit the individual case, the 
agent needs only a little information 
about the prospect. 


Dr. Seaton with American Central 


Dr. Albert Seaton, medical director 
and one of the founders of the Century 
Life at Indianapolis, in view of the re- 
insurance of that company by the Peo- 
ples Life of Frankfort, Ind., has ac- 
cepted the position of medical director 
of the American Central Life of Indian- 
apolis. Dr. Seaton has made a special 
study of the medical branch of life in- 
surance. 
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vy In Support of Good Practices a 
ee) At the Annual Meeting of the John Hancock Mutual Life Insurance es 
“~| Company, held in Boston in February, it was announced that a new x 
ny application blank would be issued, which would be a complete revision 1) 
4 of existing forms. . fa, 
3 In particular it was announced that this application would contain les 
ns the following inquiry in regard to other insurance: a 
& “Is this insurance intended to replace other insurance now in force in a9) 
is) this or any other company?’ x 
\4 The John Hancock Mutual has definitely taken its stand on many XS) 
/ Ns occasions against the twisting of business, and in asking for informa- iy 
Ee) tion regarding displacement of existing insurance in the application re) 
(4|_ for new insurance, we are but aiding the SN 
ye enforcement of a principle which we have 

a See ene Cire ISURANCE Compal 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





MORE THAN 
TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 



































At SPRINGFIELD, Ituinois 


He is a man well above the major 
ity in personal production, financial 
responsibility, and social position, 
He is capable of earning from $12,- 
000 to $25,000 per year, and is a 
good organizer of men. 

his is an unusual opportunity for 
him in this hustling, bustling city 
of Illinois; and we will help him 
develop it! 
Our company has over $125,000,000 
of insurance in force; our ratio of 
assets to liabilities is greater than 
that of any other large company in 


the same field; our policies have 
new selling features and settlement 
provisions not yet issued by any 
other company. 

We will give this man a contract 


direct with the home office, pro- 
viding for a liberal first vear com 
mission, a renewal commission, an 
collection fee 


office allowance, a 

and a business-development allow 
ance. 

Perhaps YOU are the man we 
want! If so, write to us. Address, 
J-79, c/o National Underwriter 
NOTE: We also have an unusu- 
ally attractive, special contract for 


good salesmen whose experience is 
limited. 














HOME LIFE INSURANCE CO 
ETHELBERT IDE ‘Low, President 


The 64th Annual Report shows: 


Premiums received during the 

FORT TED  cccccccccccsescced 7,686,855 
Payments to  Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 

Dividends, etc. 
Increase in Assets........... 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force........... 27 
Admitted Assets 


FOR AGENCY APPLY TO 


Northern Kentucky 
Rooms 601-606 The Fourth Nat, Bank 


Bulliding 
CINCINNATI, OHIO 


CLEVELAND, OHIO 








ARE YOU AN AGENCY 
MANAGER 


Insurance Company, 


than $80,000,000 insur 


A Life 
with more 
ance in force, and operating un 


der the Illinois standard is look 


ing for an Agency Manager 

He must have a clean record 
and the ability to secure agents 
and build up aé_ high class 
agency. 

To the man big enough, and 
who possesses an ambition to 


do bigger and better things, an 


attractive Agency Manager's 


Contract will be given 


Address Agency Department 
J-81 
National Underwriter 


The 


( are 











THE NATIONAL 


GIVE PRODUCTION ACES 


LIST OF THE LARGE WRITERS 


“Insurance Salesman” Has Special Edi- 
tion Presenting the All Star 
Men of the Companies 


The “Insurance Salesman” of In- 
dianapolis, Ind., “All 
Star Convention” issue of this year with 
120 pages. This “mock” convention of 
ot the “Salesman” has attracted much 
attention in the past and the present 
the best vet published. There 
100 “delegates” whom 
leader of the 


19235, a 


Issues its unique 


issue 1s 
are over each ot 
was the 
his company in 
ternates where they also led in 1922 and 


; 


agency torces ot 


few being al- 


the next man for 1923 being the “dele- 
gate.” The meeting was opened, osten- 
sibly, at the Hotel Drake, Chicago, by 
FE. Jay Wohlgemuth, editorial head ot 
the “Salesman” and honorary chairmen 
Judge James R. Duffin of Louisville, 
president of the Inter Southern Life, 
President Wilmer L. Moore ot the 


Southern States Life of Atlanta, Ga.; 
resident Henry S. Nollen of the Equit- 


able Life of lowa and President E. W. 
Randall of the Minnesota Mutual Life 
of St. Paul, Minn., were presiding over 


different While the program 
followed the lines of last vear’s sessions, 
it is conceded that the discussions were 


sessions. 


much stronger and valuable to the fra- 
ternity of lite insurance 
Production Aces 

The leaders who won “attendance” 
at this session, whose names follow, 
represented the companies mentioned by 
reason of their 1923 production, also 
noted: Acacia Mutual Life, E. J. War- 
shall, Chicago, $639,000; alternate Jay 


S. Rupert, Wilmington, Del., $578,000; 


Aetna Life, Jos. B. Maryman, Little 
Rock, Ark., $1,061,000; American Cen- 
tral, Ind., W. D. McWilliams, Jackson, 
Mich., $1,222,580; American Life ot 


Mich., Harold P. Trosper, Ann Arbor, 
National, 


Mich., $1,087,046; American 
Mo., a C. Crooks, Marietta, Ohio, 
$275,000; Atlantic Life, Va., W. a 


Rocky Mountain, N. C., 
Life, Okla., Richard H. 
Bankers Life 
Moines: 


Woodward, 
$290,380; Atlas 
Dovle, lowa Park, Tex.; 
of lowa, W. A. Hinshaw, Des 
Bankers of Nebraska, R. C. Harriss, 
Fairbanks, Neb., $1,000,000; Bankers 
National, Colo., Ray T. Blampied, Lin- 
coln, Neb., $671,250; Berkshire, Mass., 
Fr. H. McChesney, Rochester, N. Y.; 
Business Men's, Mo., Jos. J. Caldwell, 
Breckinridge, Texas, $291,000; California 
State, Benj. Waterfall, Berkeley, Calif., 
$1,003,500, alternate Jas. V. Hart, Sacra- 
mento, Calif., $457,000; Central, IIL, 
Carl J. Fust, Minneapolis, Minn., $500,- 
000; Central States, Mo., John W. 
Ernest, Ponea City, Okla., $300,000; 
Cleveland Life, J. W. Daniels, Evans- 
ville, Ind., $181,885: Clover Leaf Life, 
Ralph Cooley, Ponea City, Okla.: Co- 
lumbus Mutual, Myron Hawkins, Ciar- 
lotte, Mich.: Commercial Life, Mo., C. 
*. Blair, St. Louis, Mo., $183,000; 
Connecticut General, Philip (;. Gorton, 
Hartford, Conn., $1,654,000; Connecticut 


Mutual, H. M. Hessberg, New York 
City, $1,750,000 and V. H. L. King, 
Minneapolis; Conservative, Ind., Ordi- 
nary leader Joseph Martin, South Bend, 


Ind., Industrial leader J. F. Cerajewski, 
Whiting, Ind., $303,000; Continental. 
Ills... W. E. Lord, Cincinnati, O., $500,- 
000; Continental, Mo, H. W. Osoinach, 
Memphis, Tenn., $319,439; Continental 


of Del., Arthur B. Cheyney, Philadel 
phia. Pa., $1,000,000; Des Moines L. & 
\.. Karl J. Gaulding, Sioux City, Ia., 
$720,346; Equitable of New York, J. I 


B. Sweeney, Wheeling, W. Va.. $1,500 
000; Equitable of Iowa, G. M. Marshall, 
Chicago, $492,500; Eureka, Md.. Mever 
J. Shaffer, Pittsburg, Pa., $186,000: 
Farmers & Bankers, Kans., F. L. Ha 


genmaster, Dodge City, Kans., $362,000: 


Farmers Nat., Ill, C. E. Floyd, Fort 
Wayne. Ind.; Federal, IIL, A. S. Pope, 
Bay City, Mich., $248,095; Federal 
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Youngs- 
Mutua!, 


Merryman, 
Fidelity 


Union, O., O. S. 


town, ©., $458,175; 


Patrick J. Grogan, Johnstown, Pa.; Fort 
Worth Life, Tex., John A. Roberts, 
Blooming Grove, Tex., $306,000; Frank- 


lin, Ill, Ralph L. Colby, Indianapolis, 
Ind., $592,540; Grange Life, Mich., 
Meyer Lasser, Detroit, Mich., $270,000; 
Great Northern, Ill, Mark M. Schotield, 
Wis.. $1,000,000: Guaranty, Will 
( Holman, Mason City, Ia., $287,520 
Guardian, N. Y David Goodtriend, 
New York City, $550,000; Home Liie, 
Phila., John L. L. Travis, Scranton, Pa.; 
Illinois Life, Ira A. McBride, Spring- 
field, Mo., $512,000; Indianapolis Life, 
E. H. Caperton, Indianapolis, $500,000; 
Inter Southern, Ky., O. C. Kavanaugh, 


lowa, 


loledo, O., $750,000; Jefferson Standard, 
\ \\V Fett Gsreensboro, \ ( 

$1,000,000; John Hancock, John  ¢ 

Irwin, South Bend, Ind., $638,000; La 
favette, Ind., Carl 7 Holmes, Flint, 
lich., $278,000; Lincoln Liberty, Neb., 
ivan Hammer, Kimball, S. D., $425,000; 
Life & Cas. Co., Tenn., Troy E. Puck 
ette, I) Dorado, Ark.; Lue Insurance 
Co. of Va., (Industrial) Thos. B. Jones, 
Newport News, Va., $357,000; Lincoln 
National Life, Ind., J. L. Mueller, Ft. 
Wayne, Ind.; Louisiana State, Merton 
Lindsey, Shreveport, La., $300,000; 
Mass Mutual (alternate) (;¢0 \l 
Parks, Providence, R Bus delegate ks 
EK Simon, New York City, $2,550,000; 
Merchants of la., James E. Morrison, 
Grand Rapids, Mich., $469,585; Mid 
Continent, Okla., Bert E. Reed, Okla. 
Citv: Midland, Minn.. Ludwig Palm, 
Glenwood, Minn., $260,000; Midland 
Mut., O., Orson C. Norton, Toledo, O., 
$350,000; Midwest, Nebraska, Charles 
F. Gleeson, Sioux City, Ia., $216,500; 


Minnesota Mutual, John S. Poindexter, 


Joplin, Mo., $360,000; Modern, Minn., 
W. H. Lant, Rochester, Minn., $1,160,- 
000: Mutual of N. Y., M. Largemann, 

J $2,937,200; Mutual 


Brooklyn, 
rrust, Ills., O. R. Aspergren, Evanston, 


Mo., 


Ills., $386,500; National Fidelity, 
F. H. Griffith, Kans. City, Mo., $200,000; 
National Guardian, Wis., Melvin F. 


Emerson, Spring Valley, Wis., $150,000; 
National of Vermont, Edgar J. Tyler, 
Cleveland, O., $700,000; National Life 
UL. S. A.. V. M. Tresslar, Los Angeles, 
Calif., $403,318: New England Mut., 
Arthur L. Miller, Chicago, IIl., $614,- 
070; New York Life, Sylvan Levy, 
Brooklyn, N. Y., $4,936,500; National 
Savings, Kans., H. K. Cassiday, Wichi- 
ta, Kans., $220,000; Northern of Wash- 
ington., Orville E. Evans, Sacramento, 


Cali.. $400,000: Northwestern National, 
R. H. Wells, Minneapolis, Minn., $625,- 
000; Ohio National, Walter C. Temple, 


Dallas, Texas, $340,000; Ohio State, 
Eugene Brydell, Cleveland, O., $204,900; 
Old Line, Wis., John L. Fox, Fond du 
Tac, Wis Omaha Lite Neb., A. L 
Blampied, Lincoln, Neb., $350,000; Penn 


Mutual, (delegate) Dan M. Holton, 
Huntington, West Va., $1,295,025; (al- 
ternate) T. M. Scott, Phila., $1,427,465; 
Peoples Life, Ill, Martin J. Higgins, 


Chicago, $1,750,000; Peoples of Indians, 
George D. Snyder, Bluffton, Ind., $220,- 


000; Phoenix Mutual, W. B. Stirdivant, 
los Angeles. Cali Peoria Life. H. E 
Van de Walker, Peoria, Ill, $463,000: 


Provident Mutual, Pa., C. V. Anderson, 
Cincinnati, O., $715,091: Prudential of 


N. J., (ordinary) Millar W. Hickox, 
Long Beach, Cali., $2,015,000: (indus- 
trial) Charles R. Parsons, Hartford, 
fonn.; Public Savings. Ind.. (industrial) 


W. T. Graves, Evansville. Ind.: Register 
Truesdell, Sioux City, 
la., $270,000; Rockford Life, Il, Fred- 
erick C. McLean, Ft. Wayne, Ind., 
$365,000; San Jacinto, Tex., J. L. Flet- 
her, Beaumont. Texas: Securitv Life, 
Chicago, J. D. Ward, Pine Bluff, Ark., 
$348,000; Security Mutual, N. Y., 


George A. Spencer, Detroit. Mich... $308, 
000; Security Mutual, Neb. E. A 
Frerichs, Lincoln, Neb., $145,000; South- 
ern Life & H., Ala., (industrial) L. H 


\loon Tacksonvill Fla. ; Pilot Life No 
Car,, Erik P. Littlejohn, Houston. Tex., 
$400.000; Southern States, Ga., Joseph 
W. Vinson, Blakely, Ga.. $535,416: State 
Mutual, Mass., Charles R. Gowen, Svyra- 
cuse, N. Y., $538,555; Two Republics, 
Tex., Warren Pilcher, El Paso, Tex., 

















$586,000; Union, Ark., Finis E, Stock- 
ton, Ozark, <Ark., $235,000; United 
Fidelity, Tex., Floyd L. Fowler, El 
Paso, Tex., $1,200,000; United Life & 
Acc., N. H., Bart Jenniches, Flint, 
Micl $1,200,000: Universal. lowa, 
George Hohmann, Dubuque, lowa, 
$383,000; Western of Ila., J. A. Best, 


representing the “In- 
& Review” of Indian- 


Chariton, la., and 








surance Research 

apolis, Harvey J. Dobbs of Watertown, 
N. Y., whose production last year was 
$3,064,000, 

President Hale) Fiske of the Metro- 
politar Lite and Mrs. Lena Lake For 
rest were the Lucsts o honor Mrs 
Forrest represents the Massachusetts 
Mutual at Detroit, Mich.. and being a 
leading producer among the women 
representatives ot that company was 
the lady guest of the meeting. She pro 
duced $500,000 last vear 

A. H. Schaffer Resigns 

\. H. Schaffer, agency director ot the 
Liberty National Life of Cape Girardeau 
Mo., has resigned his position with tha 
company 

oO. 1 Fifield, superintendent of loans, 
Massachusetts Mutua i.ife has gone 
broad for un extended visit until Sep 
tember 

1 








Stephen M. Babbit 


President 


Hutchinson, Kansas 
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The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
ea $31.90 per $1000 


The continued payment of the 

rate creates increasing benefits 

each year. Asa seller it has no 

competition. Write us about it. 

NATIONAL LIFE ASSOCIATION 
De 


s Moines, lowa 

















MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros - 
pects— ple who have written the Head 
Office for information. 

_ Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 





























XUM 


July 10, 1924 


UNEMPLOYMENT PLANS 


NEED FOR INSURANCE SEEN 


Underwriters Say That There Is a Lack 
of Reliable Data on This Impor- 
tant Subject 


NEW YORK, July 8 Aside trom 
the fact that it emphasizes the demand 
ior protection of such character, the re- 
cent formation in Chicago of an unem- 
ployment fund by the garment workers 
of that city supplies little of value to 
underwriters who are searching for a 
scientific basis upon which unempldy 
ment insurance may sately be written. 
The organization, said to be the largest 
labor body in Chicago, boasting as 
does a membership of 30,000 persons, 
has created a tund from which its mem 
vers are to be compensated during pe 
riods of enforced unemployment Em- 
ployers and employes contribute to the 
tund in equal degree. 


To Reduce Financial Distress 


The desire of both parties to the 
agreement is to reduce in so far as pos 
sible the financial distress caused the 
workers through inability to get em- 
plovment and to overcome the loss re 
sulting from labor turnover That a 
fund of this character will help stabil- 
1Z¢ labor conditions goes without say- 
ing Any move: looking to that end 
should have the support of the busi 
ness interests of the country Some 
vears ago the garment workers of Cleve 
land formed a fund jointly with their 
employers, the basis of which was that 
the latter would insure steady employ- 
ment for at least 40 weeks in each year 
[he several plans thus far advanced 
have been crude, and yet they mark a 
distinct effort to solve a highly impor 
tant as well as an exceedingly comple» 
problem 

rom an insurance standpoint one ot 


the fundamental difficulties is the co 

plete absence of reliable data upo 
which a basis for supplying the in 
demnity could rest It is appreciated, 


moreover, that trade depressior Ss as 
whole, and as affecting particular indus- 
tries, run in cvcles, and that statistics 
to be of any service would have to cover 
1 considerable period ot time lo be ot 
maximum value an unemployment fund 
should embrace as well compensation 
to the worker in case of illness or acct 
dental injury, and to his heirs in_ the 
event of his death Indemnity agains 
loss through death or disability 1s now 
ifforded both by individual policies and 
hy group coverage, but labor leaders say 
that the protection should go a step 
farther and protect the emplovee in th¢ 
event of his entorced idleness. 


Pian Used in Great Britain 


Great Britain is now affording a meas 
use of relief to its several milhons ol 
unemployed through the medium of a 
governmental fund, for which a special 
tax is levied Che scheme admittedly ts 


of an emergency nature ind is unsat 


wiactoryv, part iking as it does largely ot 

charitable dole, so repugnant t 
great rank and file of the industrial 
workers, who ask onlv for emplovment 
at a living wage, and which they are 


unable to secure through 
their own 
American life underwriters have p 


red in many avenues, and a number 
ire concentrating upon the idea of un 
employment insurance, in the hope ot 
devising a plan whereby it might 
safely written To what extent and how 
soon their efforts will be successful re 


uns to be seen 


Charles H. Gelo 


Charles H. Gelo has contracted with 
Ti Roval Unto Life of Des Moines, 
ind is moving his offices to Red Oak, 
la. where he will make his headquar 
ters. Mr. Gel vill open up the south 


vesteri tion of Iowa 
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Making the Political Parade 
Pay for Itself 


Band wagons have been gilded anew, the first trumpets are sounding 
their fanfaronade for the political parade-—a lively and wonderful spectacle 


stretching from now on to a certain Monday in November. 


Many life insurance men will line up with the crowd to watch that 


entertaining procession, oblivious of all else that may be going on about 


them. 


A working program of sufficient speed and promise to absorb the 
full time interest of an agent is the most effective way to detract a portion 


of his attention from the profitless glamour of the campaign. 


The agent who gets prompt service on his business, whose policies 
come back to him with gratifying dispatch, and who has learned the 
fascination of seeking out life insurance needs and adapting his policies to 
the individual wants of his clients, is interested in turning the presidential 
year talk to his business purpose. His thoughts are held to his work and 
accordingly he makes the political opinions of the hour speak for added 


protection. 


Lincoln National Life agents find that because their telling Home 


Office service stimulates their business energies it pays to 


—_~, -— 


(CINK UP (wis THE?) LINCOLN 


ne, 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 





Now More Than $300,000,000 In Force 
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Continental Assurance Company 


An Agency Company 


H. G. B. Alexander, President 
910 S. Michigan Avenue 
Chicago, Illinois 
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YOU WILL BE SURPRISED 


if you will take a minute and look over our record. 
Unusual mortality savings, high interest earnings, 
low net cost and a high-grade agency force are a 
few of the outstanding qualities that determine the 
general character of our business. 


| 


Ideal General Agency contracts are now avail- 
able in the following cities: 


MICHIGAN INDIANA PENNSYLVANIA 
Saginaw Indianapolis Scranton 
Battle Creek Fort Wayne Johnstown 
Grand Rapids South Bend Philadelphia 


The Midland 
Mutual Life 
Insurance Co. 





‘*Its Performances Exceed 
Its Promises’’ 


Columbus, Ohio 
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Over $62,500,000.00 in force | 
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| PREACHER USES SERMON TO MAKE 
| STRONG LIFE INSURANCE APPEAL 








tion to insure was delivered as 

a sermon to his congregation by 
Rev. J. G. Akin, pastor of the First 
Methodist Church of Henderson, Ky., 
exhibiting the need and value of such 
protection in a forcible way: 

“But if any provide not for his own, 
and especially for those of his own 
house, he hath denied the faith, and is 
worse than an infidel.” (I. Tim. 5:8.) 

“There is perhaps no line of busi- 
ness more vitally related to the moral, 
social and economic life of the com- 
munity than the great business of life 
insurance. Therefore I make no apol- 
ogy for discussing this theme from the 


T's following very strong exhorta- 


pulpit. Next to banking, if indeed we 
are to except banking, it is today the 
largest business in America. Accord- 
ing to the latest statistics, there are at 
present more than 250 life insurance 
companies in the United States, with 


assets amounting to about $7,500,000,000. 
At the close of last year, the insurance 
in force in the United States exceeded 
$55,000,000,000. 
Life Insurance Called 

Greatest Beneficent Institution 


“T am 
ence to 


speaking tonight with refer- 
no insurance company in par- 
ticular. There are many great com- 
panies which are safe and sound, and 
whose policies are as good as gold. But 
I come as a Christian minister to dis- 
cuss life insurance as a great beneficent 
institution upon which depends largely 
the future growth and development of 
American industry and business enter- 
prise. The thousands of men and 
women in America who have dedicated 
their lives to the great business of 
preaching the gospel of life insurance 
are to be congratulated. They are en- 
gaged in a great constructive enterprise, 
which makes not only for economic 
prosperity, but for the moral and spir- 
itual welfare of society. 
“Occasionally we meet an 
who does not believe in life insurance. 
3ut as for that matter, there are those 
who apparently do not believe in any- 
thing. They have no creed. There are 
those who will tell you that they do 
not believe in God. There are individ- 
uals who say they do not believe in the 
church. When a man tells me that he 
doesn’t believe in the church, I usually 
tell him that neither does his father~ 
the devil. 


individual 


Tells the Argument of 
the Policyholder Himself 


“IT believe in life insurance because I 
believe in those who carry life insur- 
ance. Someone has said, ‘The greatest 
argument for Christianity a Chris- 
tian.’ My conviction is, the greatest ar- 
gument for life insurance is the argu- 
ment of the policyholder himself. 

“Who are the people who carry life 
insurance? To what class do they be- 
long? Are they those who have failed 
in business or in professional life? 
they those who are lacking in foresight 
and insight, who have been caught by 
the slick tongue of some shrewd life 
insurance agent? No! I will tell you 
who the people are who carry life in- 
surance, and who insure most heavily. 
They are the leading lawyers, doctors, 
merchants, and bankers of this nation! 
They believe in life insurance because 
men like William Howard Taft, Calvin 
Coolidge, John Wanamaker, and thou- 
sands of other leading business and pro- 
fessional men believe in it and prove 


18 


their faith by their works. Men and 
women, the brains of the world are on 
the side of the life insurance propo- 
sition. 


Life Insurance Biblical 
in Its Foundation 


“T believe in the life insurance busi- 
ness because it Biblical. Its ideals 
and principles not only harmonize with 
the scriptures, but are backed up and 
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enforced by the Book of Truth. Dr. 
Talmage, the great Brooklyn preacher, 
has written a sermon on ‘The High 
Crime of Not Insuring’ in which he 
states that the first life insurance com- 
pany on record is the Life Insurance 
Company of Egypt, which had Joseph 
for its president, and for its purpose 
the saving of Egypt from starvation and 
death. It was that first life insurance 
company of the long ago which not only 
saved Egypt from starvation and death, 
but which perpetuated that race which 
gave to the world our Redeemer cen- 
turies later. And from the days of ‘the 
corn cribs of Egypt’ to this good hour, 
the high purpose of life insurance has 
been one and the same—to bless hu- 
manity. The life insurance business 
stands for meeting one’s moral obliga- 
tions, for protection for the helpless, 
for provision for the dependent—in 
short, for altruistic service to mankind. 
Whence come these ideals? They are 
born of the Christian conception of life. 


Life Insurance Constitute 

A Great Protection 

“Life insurance should be looked 
upon as a protection rather than as an 
investment. Sut someone will ask, 
what protection does it offer? 

“First of all, it offers protection to the 
insured. In the strength and vigor of 
manhood and womanhood, we need to 
be reminded that the time will inevit- 
ably come when ‘the keepers of the 
house shall tremble,’ ‘when they that 
look out of the windows shall be dark- 
ened,’ ‘when strong men shall bow 
themselves.’ The time will come when 
the eye will grow dim, the step un- 
steady, when we shall enter upon the 
non-productive period of life. Statis- 
tics show that out of 100 average healthy 
men at the age of 25, 36 will be dead at 
65, 1 will be rich, 4 will be wealthy, 5 
will be supporting themselves by work, 
while the remaining 54 will be depend- 
ent upon friends, relatives, or public 
charity. Where will you be at 65? 

“In the second place, life insurance 
offers protection for the family. If I 
were to call you an infidel you would 
resent it. You would have a 0 to 
resent it. But according to the Apostle 
Paul, there is a greater crime than the 
crime of infidelity, and that is the crime 
of parents’ neglect. Paul says, ‘If any 
provide not for his own, and specially 
for those of his own house, he hath de- 
nied the faith, and is worse than an in- 
fidel.’ Life insurance will keep the 
wolf from the door. It will put shoes 
on the feet of little children when the 
chill of winter comes. It will provide 
for them a shelter when you and I can 
be with them no longer. 


Must Provide for 

Selves and Loved Ones 

“But someone will ask, ‘Why not have 
faith enough in God to leave it to him 
to care for your loved ones, should you 
be taken from them?’ That isn’t faith, 
it is fanaticism. It neither good 
sense nor sound religion. God pro- 
vides for us in that He makes it possible 
for us to provide for ourselves. When 
we cannot do that, He comes to our res- 
cue. He made the sand and the lime 
and the water, but man must make the 
brick and the mortar and build the 
house. He made the soil, gives the sun- 
shine, sends the rain, but man must 
produce the harvest. 

“IT am glad that we have our alms 
houses for the friendless. I rejoice that 
we have homes for the aged and infirm, 
our widows’ and orphans’ homes, and 
various other institutions which are sup- 
ported by the church, the state, or pub- 
lic charity. But when I go to heaven, 
I don’t want my wife and children to 
go to the poorhouse. 

“Some months ago we buried a poor 
man who lost his life in a tragic acci- 
dent. He was a working man, with a 
wife and six small children, who looked 
to him as their only source of support 
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me 
But out of his meager earnings he had 
invested a small amount in lite insur- 
ance. As he placed his feet in the 
shadows, he called her to his bedside 
and whispered, ‘the insurance will buy a 
home for you and the little ones.’ To- 
night they are living in that little home. 
It is theirs, bought and paid ior. A 
small investment—A large protection. 


Great Needs for This 
Protection Is Shown 


“Statistics show that out of every 100 
men who die; 1 leaves wealth, 2 leave 
comfort, 10 leave from $2,000 to $15,000 
while the remaining 87 leave absolutely 
no estate whatsoever! And that is why 
I stand here tonight, not as an insur- 
ance salesman, but as a Christian min- 
ister, to make this earnest appeal on 
behalf of this divinely ordained and di- 
vinely blessed institution. 

“Whether we like to think about it or 
not, death is inevitable. The future 1s 
unknown and unknowable. Thus it be- 
hooves every man to ‘set his house in 
order,’ for verily ‘we know not what a 
day may bring forth.’ It is estimated 
that in America 3,800 people die every 
24 hours. Think of it, three people die 
every minute of the day! Every twenty 
seconds some soul answers the roll call 
of eternity! Every life insurance pol- 
icy preaches a sermon. It reminds a 
thoughtful man of his mortality, of the 
great hereafter and judgment to come. 
It calls our attention to a fact which 
some have forgotten and which many 
are in danger of forgetting, and that is 
that one day we must stand before the 
Great Examiner of the Universe and 
there give an account of our steward- 
ship. 

“In conclusion, may I say that I 
should be untrue to you, untrue to my 
calling, my God and myself if I did not 
exhort you to insure in the great com- 
pany which I represent. It differs from 
every other insurance company known 
to man, in that it insures the individual 
for two worlds. Any man plays the 
fool who insures his life for any 
amount of money for twenty vears, but 
fails to insure his soul for all eternity! 
Let us make our peace, calling, and 
election sure.” 


LOUISIANA OFFICE OPENED 


Otho Thomas Becomes Manager of the 
Aetna Life with Headquarters in 
New Orleans 


HARTFORD, CONN.,, July 8—For 
the first time in its history of more than 
74 vears, the Aetna Life now operates in 
every state. The circuit was completed, 
so to speak, when plans for the opening 
of a life agency in Louisiana were form- 
ulated late last month. 

The new agency will be opened in 
New Orleans under the management of 
Otho Thomas, who has been connected 
with life insurance field work for the 
past 13 vears. . 

Mr. Thomas was born in Tennessee 
in November, 1882, and was educated at 
the Southwestern Presbyterian Uni- 
versity. His first ten years out of col- 
lege were devoted to the retail clothing 
business. Following his retail experi- 
ence he became associated with the Pru- 
dential as a special agent. He was later 
promoted to the position of superinten- 
dent of agents for the Memphis office 
of the same company and held that posi- 
tion until he joined the Aetna 


Had a Record Month 


The Connecticut Mutual Life in June 
issued the largest volume of life insurance 
for any one month in its entire history 
of over 78 years. The total month was 
$9,978,259 which exceeds by more than 
35 percent the figure of June, 1923 

This record completes the first six 
months of the current year during which 
period the company has issued $54,988,- 
160, representing a gain of more than 15 
percent over the corresponding period 
of 1923 and establishing a new six 
months’ record. 
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French Lick Springs 


On July 3 and 4 the Pan-American Life Insurance Company 
held the first of a series of Divisional Meetings at the French 
Lick Springs Hotel, French Lick, Ind. About one hundred 
men from the States of Illinois, Indiana, Kentucky and 
Missouri qualified for attendance at this meeting and enjoyed 
the educational program which had been arranged. 


For some time we have felt that the holding of frequent edu- 
cational meetings is very necessary to the building of an 
agency organization and is an important supplement to the 
unexcelled service which we place in our agents’ hands. 


Pan-American service includes an Educational Course which 
teaches the fundamentals of the business; a Sales Planning 
Department which secures prospects and arranges interviews; 
an aid to organization building through our National Adver- 
tising Campaign; and a full line of 


Low-cost Life Policies 

Substandard Policies for Under-average Lives 
Child’s Educational Endowment 

Group Insurance 

All forms of Accident and Health Insurance 


We have a few general agency openings for men not presently 
attached. 


Address 


E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 





CRAWFORD H. ELLIS, President 




















SOME RECENT COURT 


| tio becaus *t the -dical ports. ok a forfeiture at the option of the 
INVOLVE LIFE INSURANCE | ion because of 1 medica _ repor work a — wed - nie 


Knowledge of Agent That Applicant 
for Life Policy Was Suffering from Tu- 
berculosis at Time of Application Held 
Not Binding on His Company—In Puck- 
ett vs. Metropolitan Life decided by the 
Court of Appeals of Georgia, 122 S. E. 
791, Essie Puckett brought an action as 
beneficiary under a policy. The appli- 
cation for the policy contained, among 
other things, the following stipulation 
relative to when the company would be 
bound 

“It is agreed that inasmuch as only 
the officers at the home office of the 
company in the city of New York have 
authority to determine whether or not 
a policy shall issue upon this application 
* * * no statements, promises, or intor 
mation made or given by or to the per- 
son soliciting or taking this application 
for a policy, * * * shall be binding on 
the company or in any manner affect its 
rights, unless such statements, prom 
ises or information be reduced to writ- 
ing and presented to the officers of the 
company at the home office.” 


Assured Had Tuberculosis 


The insured died from tuberculosis 
not long after the policy was issued. 
The company denied liability on the 
ground that the insured in the applica 
tion had represented himself free from 
symptoms of this disease, when in fact 
he was suffering from it at the time the 
applic ation was executed 

On the other hand, the beneficiary 
sought to entorce the policy by proof 
that the agent who took the application 
knew of the condition of the insured 
when the application was taken. The 
contention being that this knowledge of 
the agent should be imputed to his com 
pany, and thus prevent the latter from 
defending the action on the grounds of 
false and material representations in the 
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- Paid to Policyholders 


Fy Insurance in Force. . 





g Officiary and Home Office Departmental Org 


Is DR. CHARLES M. WHICHER, Medical Director 
is WILBUR M. JOHNSON, Vice-President and Actuary A. GER 

Ie M. R. SCOTT, Associate Actuary 

1S A. C. SAVAGE, Vice President and Auditor 

IF R. A. YARCHO, Assistant Auditor 

I B. M. KIRKE, Assistant Secretary D. C. COSTELLO WI 
le GEO. F. GREENLEE, Assistant Secretary Secretary Vice 
iE) H. L. WORSLEY, Cashier ¢ 
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such contract made. About two months | of Premium—Under a provision im a 
after the application was made the in- | policy of life insurance that non-pay- 


CASES THAT | surance company rejected the applica- en of the annual premium would 


| 
, 


Held: a judgment for the plaintiff should | company, ‘ 
said premium should remain unpaid on 


| be reversed and new trial granted. The 
was to 


| evidence wholly fails to show a contract | or before its due date the note 


application. In denying the force of | made with the alleged insured. All that | cease to be a claim against the maker 
this contention, in view of the stipula-| the agent did was to receive and for- | and all rights under the policy would 
tions in the application and policy, rela- | ward the application and the first pre- | be the same as if no payment had been ‘ 
tive to when the company would be | mium. The application did not purport | made at all, the deposit with a bank ot 


bound, the court said: to create liability for the insurance. It | for collection of a premium check giver 

“In view of the stipulation of the ap- | was merely the first step in the creation | by the insured after thirty days from the 
plication and the recital of the policy, | of the contract. There can be no estop- | time it was due, which check was re- 
the knowledge of the agent, who had no pel as there was no contract, and before | turned to the company unpaid after the 
other authority than to solicit and write estoppel can be invoked there must be | insured’s mysterious disappearance, did 
the app lication, to collect the premium | such a contract. Great Southern Life | not constitute a waiver of the right of 


and sign the company’s receipt therefor, | ys| Dolan Supreme Court, Texas. De- | forfeiture on the part of the company. 
and thereupon to make manual delivery | cided June 6 lefferson Standard Life vs Hicks. 
of the policy, was not imputable to the ; _ = Court of Civil Appeals, Texas. 9th Dis 
insurer, although, according to the stip- Waiver by Acceptance of Payments | trict. Decided June 24. 
ulation in the policy and the receipt, the | After Default—A waiver bv a_ benefit * * * 
policy did not become effective until the | association of a requirement in the cer Effect of Accepting Overdue Pre- a 
premium was paid ; tificate that assessments be paid as a miums Without Proceedings for Rein- 
| condition to the right of recovery is es- | statement—The plaintiff sued the de 


: Fraternal Society, Provisions in Cer- | tablished where the evidence was that | fendant as beneficiary under one ot its 
tificate as to Payment of Assessments | payments were frequently made and ac certificates of insurance The de tend 
Prevail Over py eres mg / Provision IN| cepted after the deceased insured was in | ant’s defense was that the deceased had 
By-Laws “The benefit certificate recites | default. L \grow vs. Woodmen of the defaulted in his payments of assess 
that assessments were payable on the | wortd Supreme Court, Colorado. No]| ments. Despite the fact that the certit 





nest a ay “oy month, or thirty | petition for rehearing tiled Decided | cate of insurance provided that no agent 
. s t . s . -@ 

days thereatter 1¢ by-laws introduced June 2 | of the defendant should have power to 
showed that assessments were pavable ~< * x | waive anv of the requirements of the 


certificate the plaintiff's testimony 
showed that it was the custom of the 


~— hiteen pant cal hg first Mon Valid Rescission of Policy on Ground 
day in each month rere being a COn- | of Fraud of Insured—Where an insur 


Hict between the provision in the bene ance company, upon discovery that the | toot secretary of the insurer, to permit 
fit certificate and the by laws, the | insured had fraudulenth misrepresented | holders of said certificates to pay back 
former must control. Mosson vs. Wood- | pj, physical condition in applying for | assessments without any proceedings 
men of Union. Supreme Court, Arkan- | jife insurance, thus enabling such com- ! for reinstatement, and that the defend 
sas. Decided June 9 pany to rescind the policv, endeavors to ant knew of that custom and because of Fe 
7 =. * do ewerything possible to accomplish | it the deceased had permitted his pay tic 
Receipt of Application and First Pre-! rescission, including the attempted res- | ments to become in arrears. The plain In 


tiff contended that since the defendant 
had knowledge of that custom as estal 
the local secretary, it waived 


mium, Held Not to Create Contract of | titution as to the premiums that had | 
Insurance—-In this case it was shown] been paid, within the two years incon- | 

that the insured on the solicitation of | testable period, and duly notified the lished by 
one Glascock applied for life insurance | insured that it elected to rescind on the | the provisions of the certificate which 
and at the time paid the first premium. | ground of the fraud, the rescission is t 


restricted his authority so to act and 


It is alleged on behalf of the insured | valid and effective Liebsker vs. New | that the defendant was estopped by its 
that by taking the application and first | York Life Appellate Court, Illinois. | conduct to set up that defense Che 
premium and because of the statements | Decided June 4 court directed a verdict for the defend 
ot Glascock a contract of insurance was # lant from which the plaintiff appealed 
then effected or that the insurance com-| Deposit of Check for Collection as; Held: The plaintiff was entitled to have 











the case go to the jurv because a waiver 


pany is now estopped from denying that | Waiver of Forfeiture for Non-Payment 
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Interests of Its Policy 






itution is but the lengthened shadows of the men and women who 1 


administer its affairs. The growth and progress of the Royal Union Life I 
Is Insurance Company are directly attributable to the able executives who ¢ 
Iz form its 


personnel. 


KLINE, Assistant to President 
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na would be established by showing that} effect that the insured correctly stated in holding that the notice to cancel did| A company engaged in the sale of fur 
ay - t local secretary had accepted pay-| his age to the agent of the insurer, or | not effect a recission of the policy, and | niture and other houasheld irticles in 
vuld ments from the deceased after he was that it‘he did not correctly state his age that, since the action to cancel was not stituted ¥ lan whereby cust ymmer on 
the in default and that the defendant was] his statement was made in good faith] instituted before the expirati ot the payment: - subst sala cn pee yn 
for aware of the defaults when it accepted] ynder a mistake of fact. and that the vear set out in the incot vores clause iis susdianes ceasieal Gus eniitien sate 
on | ments Irom its local secretary. | a&- | agent had knowledge of his true age the company was not entitled to have a le woes ‘providing for ooument of the 
. to row vs. Woodmen of the World. Su And with this knowledge the agent 1 the policy cancelled, it was, in part, said balance im Satine Gal ontaining 
iker reme Court of - olorado, serted the age as 65 when he knew it t “The remedy of the col the f owing provision ” ee . 
rule na be 70. On this state of facts the court] pany was to institute an action fo ' “Ty - ; ae : 
een Valid Rescission of Policy on Ground | ;,, permitting the beneficiary to recover pe IN s within yr oe oa + ‘  Pgmont _ a bagae “hog = Genth o -_ ioe een 
soaks of Fraud of Insured—Where an insured | under the policy, in part, said = the policy was in force at the ex-| am. na le ae > ll te. 
vel Isely represented in an application for “The undisputed evidence s 2 it} piration of the vear in disposing of ouen tthe DP eecdbemage on A gn d » wie x 
the fe insurance that he had no disease of the soliciting agent was apprised of | this question the chancellor. in his onit in Sell, Seanad Gin eacnam chaste: On 
re stor na epee — ’ heart anc’) Tate's correct age Some ot the wit 10On, Sal agree ent is the principal wane-cartier 
the >. ~—— 2 Pama He - teagan tine ge nesses testified that at the time the It takes tw 1 1 uke a ce ntract al ot the tamil ind provided ill the pay- 
j 1 Vs phvsicians tailing o revea hie 1] conn 9 e taken ti San Ps) like : - eal . ‘ ~ . . “ . . 
= ls y of this representation, but it ap hich Tate's pos aod peo gp aee ee oe the ition e ak tt paeacel Fe emaafanoi been made iccording to the 
ny ired that at the tim of making the show te he ave ind apprise _ ot peter irisdiction at the instance of the ew mus Contract 
i representation the insured had tubercu the * Sgr egg striae) tate snlians a: ane SSR tT pe is t : Held Contract of Insurance 
yis sis Irom whiel he died vane : cars anc Phat be w tru tin ol . it . true t t th detendant The ttorney general ot Massachu 
appeared that the company had no! icy was not voided by the misstatement] undertook to rescind the contract in| setts brought suit to restrain the use 
wledge of the falsity of suc Si a a Was mace ! x . ( ‘ ! pla the ¢ ind that it vi 
re- itions until afte rece r I S 1 \ out ‘ \ , e law \f a husetts respect 
in- death « the nsured, and thereuy rue ‘ ‘ ates R Hel ' the led 
ed tl insured bene fic (1 — 
de : ' , . a . ‘ ‘ ihe ‘ e constitu te col ic urance 
its porate ag ling = se es os uae ema é e surrendet ¢ The cancellation he debt and the 
ll pointe that it elected to rescind the Notice by Insurance Company of In- ( But complainant refused to sur- transfer of title to the property uno! 
al olicy, within the two years incontest tention to Cancel Life Policy for Fraud} render th Lic opal he rpg Pica Pata re 
ies ¢ period, and endeavored to return the | Held Not to Constitute a Recission ; aae ste ae Sen equivale nt 
if premiums with interest and made good | On Sept. 7. 1921. the Fe ible N PRES pen . ee ee Pe ~ 
nee ler thereof and continued such ten Y.. issued a life oli n the sm r} contract was therefore t ou contracts are in violation of the 
te despite the return of such premiums $10,000, which « taines the tollow , rescinae merel tin ct of the Massachusetts against the mak 
he e insured’s beneficiary it was held | provision fendant viving s notice It was ing of contracts for insurance except 
os that the rescission was valid and effec “This polis shall be , ntestable me to the efendant thereatt to 1 Vv msurance ompanies m the manner 
he t € Leibsker vs. New York Life Ap atter one ear tron its te sSU ent t cts treat the policy ut rice vy law 
nit ellate Court of Illinois Decided JTuns provided premiums have beet 1! tal tul ree na efiect r it mught clect \ttorney General vs Osgood Com 
a. 19°4 , subject to the provisions as 1 a tated | t ve if ‘ Supreme J idicial Court of Mass 
igs n the third pawe there el ree rt, either ts usetts Decided une 14 
id Insurance Company Held Bound by Thereafter, on Aug. 2 22. before | Stitut gy a suit tor that purpose 
of False Statements Written in Applica-| the expiration of one year, the mipal nterposing it as clense if sues I 
- tion by Agent, Without Knowledge of | wave written notice ts tentic t ! ( t takes the e or the other Mrs. Paul to Give Address 
* Insured—In Fayetteville Mutual Bene-| cancel the policy for fraud, and tender these steps to constitute a contest of M Nora Vincent Paul " 
r t vs Tate, decided b tine Supreme back the premiut t t i ‘ aw the ] t tine I THTTD RE mn tin . ‘ rina \ . , wali. ch 
it ( urt of \rkansas 261 S \\ G34, the } lowing thts 1 Sept t ‘ ance" = 
ed sociation contested the payment oft iction n the pol vas titut mu the por the mst , . “ — 
ch c\ n the gr d st ‘ s «ke ‘ ti ea erna 
MIs presenter ‘ rt () tok i o t ‘ 
- S aeeiicas ll speak next Monday 
he It was sho } ‘ | is | ho ecting the \dy 
id licati is exer Fe Cl World l 
d ictuall 0 vears re oug | St ‘ S ( oe = ! Che | ‘ 
ve ication gave it as 65 ft Tennessee o1 ‘ Here in Thistl Lease of Furniture. Provision for | tion of the Insurance Newspaper in it 
Eat i Receipt in Full on Death of Lessee.— iW 
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n Comprise One of a Company’s Greatest Assets in the 


rs and Its Field Staff 


The successful experience and qualifications of the men and women listed 
herein in the various offices and departments they actively direct will 
continue to assure a strong and progressive management in the interests 
of this organization. 


‘ 





C. E. DAILEY, Assistant Treasurer 
L. E. BUTLER, Asst. Mgr. Mortgage Loan Department 
A.GER CARRIE A. VIESER, Manager Policy Department 

GRACE ZEHNER, Manager Claim Department 

SARAH STOLTZ, Manager Medical Department 

E. A. LE VAN, Manager Policy Loan Department 
O WILLIAM KOCH RALPH J. WATKINS, Manager Conservation Department 
Vice-Pres., and Field Mer. SARAH B. COOPER, Laboratory Technician 

JOE H. BYRNES, Superintendent Supplies and Printing 


© BURANCE COMPANY 
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funds. Even women who were in the 
business world before they wére mar- 
ried usually have not kept informed of 
the changing business conditions, so 
that they are not in a position to handle 
these large funds themselves. These 
statements do not reflect upon women’s 
business ability, when it is considered 
that the business men of the country 
themselves lose millions of dollars every 
year in purely speculative investments, 
investments of such a nature that it is 
hard for the man on the outside to guess 
why they did it. 


Income life insurance the 


provides 





July 10, 792% 


most fool-proof protection that has yet 
been devised. The widow has no finan- 
cial worries whatever, for everything is 
handled by the company, and regular 
payments made to her. The insured 
need not worry lest the insurance which 
he has provided at such a sacrifice be 
lost through unwise speculation, for the 
funds are left in the hands of large com- 
panies which make the most sound in- 
vestments that can be found. Forceful 
arguments for the use of income life 
insurance for the absolute protection of 
the beneficiary can be found in almost 
any newspaper, in accounts of unsound 
investments. 














Subscription Price, $3.00 a ; in Canada, $400 a year. Single copies 15 cents 
be contention with the National Underwriter (F Fire and Casualty) ibe tem Canada $7.50 














Where Prospects Are More i 


WuHere are the majority of life insur- 
ance prospects? We mean by that 
where do they classify financially? 
Many agents feel that it is necessary to 
seek the men of larger means and spend 
much time and effort to close big poli- 
cies. We all are aiming at larger things. 
We are not satisfied to deal always with 
small prospects. However, it must be 
recognized that great majority of 
people in this country have incomes less 


the 


there were 67 returns by taxpayers re- 
porting net incomes of $1,000,000 and 
over; 161 between $500,000 and $1,000,- 
600; 309 between $300,000 and $500,000; 
1,323 between $150,000 and $300,000; 2,- 


171, between $100,000 and $150,000 
12,000 between $50,000 and $160,000 
35,478 between $25,000 and $50,000; 


151,329 between $10,000 and $25,000; 391,- 
373 between $5,000 and $10,000; 1,190,115 
between $3,000 and $5,000; 2,129,898 be- 


than $10,000 a year. Life insurance men tween $2,000 and $3,000 and 2,471,181 
therefore should seek the richest past- between $1,000 and $2,000. 
ures. The most prospects are found It is thus seen that there is a tre- 
among those of moderate income. mendous field among those of more 

It is interesting to review the classifi- moderate incomes, while those of the 
cation of those filing income tax returns high income are decidedly much more 
for 1923. In the entire United States limited. 

. 
Passing the Buck 
“PassinGc the buck” is just about the to admit that he is to blame when he 


oldest game recorded in history, for 
after eating of the forbidden fruit, Adam 
passed the buck to Eve and Eve handed 
it on to the serpent. Ever that 
time cowardly men and have 
tried to shirk their share of responsibil- 
ity, as F. W. the INTER- 
Mountain Lire, 

But the 
accept his share 


since 
women 


JAMESON, of 
points out. 
willing to 
need 


man who is not 
of responsibility 
have no vision of great success; that is 


reserved for the man who is big enough 


Monthly Income 


Ir 1s a common error to look upon 
income insurance as suited only to 
the take 
surance to provide a continuous adequate 
of the bene- 


life 
man who can out enough in- 
throughout the life 
ficiary. This is far from being the case. 
After a death, 
no condition either to have to make her 


income 


man’s his widow is in 


own or, if he happens to have 
to be compelled 


Even 


living, 
carried some insurance, 
to handle that 
small policies should be 


sum of money. 
arranged on the 


income plan that there will be sufficient 


has made a mistake, but who resolves 
that it Will not happen again. 
admires a man fair and 


in all his dealings and who continues to 


Everyone 


who is square 


be so whether or not things go against 
him. Outside of the fact that there is 
nearly always more in the way of ma- 


terial success for such a man, he is al- 
ways well repaid by the feeling of self- 
respect that comes from having played 


the game fairly. Dodging one’s respon- 


sibilities 


the Most Useful 


cash to take care of the expenses that 
arise upon a man's death, and an income 


never pays. 


for perhaps one or two years that will 


care for the widow during the period 
of adjustment until she is able and pre- 
pared to make her own living. The 


can have to think through 
her future plans, the more chance she 
will have to make satisfactory arrange- 
ments. Distributing even a small policy 
over a limited period will give far more 
the amount 


more time she 


satisfaction than same in a 


lump sum. 


Insuring the Insurance 


Autmost every day the papers carry 
some news item about fake stock pro- 
motions which swept away the savings 
of a life time for many people. But, in 
spite of this, when the life agent comes 
around to offer a perfectly sound invest- 
ment with the big addition of the pro- 
tective feature, people will often turn 
him down instantly, to invest their 
money in some project that pays large 
dividends. People are easily taken in by 
the promises of 10 or 15 percent divi- 
dends, and can be made to believe that 
the 6 percent bond or mortgage is a 


wasted investment. All of these happen- 
ings go to show that life insurance edu- 
cational methods have not been carried 
far enough and that the public does not 
yet have a full appreciation of what life 
insurance can and will do. 

One of the most tragic things in con- 
nection with these fake stock promo- 
tions is that they frequently take away 
the insurance which was left for the pro- 
tection of the widow. 

Few women have the business experi- 
that will enable them to make 
investments of their insurance 


ence 
wise 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Darby A. Day, Jr., of the Mutual Life 
agency in Chicago, was initiated into 
the Edgewater Masonic Lodge in Chi- 
cago a few evenings ago, there being 
over 50 members from the Chicago 
agency present. Under the direction of 
Charles O. Ward, the degree was con- 
ferred by the Mutual Life Masonic Club. 
Mr. Day was presented with a beautiful 
gold edged card case by his office asso- 
ciates, the presentation being made by 
H. T. Hendrickson. The candidate was 
raised by C. H. Wasson, worshipful 
master, assisted by Darby A. Day, Sr. 
All these are Mutual Life men. 

The C. V. Mosby Company of St. 
Louis has issued a volume, entitled “Life 
Insurance Examinations,” by Dr. Frank 
W. Foxworthy of Indianapolis, for- 
merly chairman of the medical section of 
the American Life Convention, for- 
mer president of the American Associa- 
tion of Medical Examiners, and for a 
number of years a medical director. It 
is a practical work dealing with the ex- 
amination of applicants and giving prac- 
tical hints to those making medical ex- 
amination. There is much interest in 
these days along the lines of making 
the medical examiners more efficient. 
This volume is probably the most pre- 
tentious work of its kind that has been 
issued. Dr. Foxworthy has enrolled a 
number of eminent collaborators includ- 
ing medical men of a large number of 
companies who contribute chapters and 
furnish other information to this volume. 
Among the laymen are Actuary C. H. 


Beckett, State Life; Secretary T. W. 
Blackburn, American Life Convention; 
Walter C. Hill, vice-president, Retail 


Credit Company; William Ross King, 
editor of the Legal Bulletin of the Amer- 


ican Life Convention; H. M. Larkin, 
secretary Connecticut Mutual Life; D. 
MacEwen, Jr., vice-president, Pacific 
Mutual. 
Sam M. Cowan, manager of the Okla- 
homa branch of the Great Southern 
Life, publishes the “Pep Generator,” 


This little 


assist- 


in the interest of his agency. 
publication has been of material 
ance in building the big strong organiza- 


tion the Great Southern Life has in 
Oklahoma. The field force looks for- 
ward to receiving the “Pep Generator” 


as one does a letter from home. 

On their return from the Great South- 
ern Life agency convention recently 
held at Galveston the Oklahoma repre- 
sentatives presented Mr. and Mrs. Sam 
M. Cowan, manager and assistant man- 
ager for Oklahoma, with a handsome 
chest of sterling silver. Seventy-eight 
men and their wives qualified for the 
convention trip, and three special pull- 
mans were used to carry the Oklahoma 
delegation. This was the largest rep- 
resentation of life insurance folks ever 
sent from Oklahoma. 

The Cowans are doing a_ splendid 
work in Oklahoma and have built an 
organization that is producing a million 
a month. The production of the first 
five months of 1924 shows an increase 
of 350 per cent over and above the 
entire twelve months of 1923. 


Taking his first real vacation in six 











| surance work he 


years, G. W. Patterson of the Union 
Central at Minneapolis, secretary of the 
Minneapolis Association of Life Under- 
left this week for a five weeks 


writers, 
tour of the west. Accompanied by his 
wife, Mr. Patterson will go first to 


southern California where he will par- 
ticipate in the first Patterson family 
reunion in 35 years. He will visit some 
time in that state and while there will 
attend the National Association meeting 
at Los Angeles as a delegate from Min- 
neapolis. 

On the return trip the Pattersons will 
take a leisurely rail and water trip up 
the coast, stopping at San Francisco, 
Portland, Seattle and Vancouver, B. C. 
From there they will travel through the 
Canadian Rockies, stopping at Banff and 
Lake Louise. They expect to reach 
Minneapolis again about the middle of 
August. 

Adin H. Webb, for a number of 
years medical director of the Midwest 
Life of Lincoln, Neb., has resigned, and 
will be succeeded in October by Dr. E. 
W. Rowe, who was medical director for 
the Lincoln Life, recently taken over by 
the Midwest. Dr. Webb and his wife, 


Dr. 


| who are much interested in missionary 


work, will go to the Orient at that time 


as medical missionaries of the Baptist 
church. 

Mrs. Mary A. Fairchild, the only 
woman insurance commissioner in the 


Insurance 

Seattle 
woman 
Fairchild 


United States, will attend the 
Commissioners’ Convention in 
July 28 and will be the only 
delegate at the meeting. Mrs. 
is head of the insurance bureau of Ne- 
braska, and has been directing the 
policies of the bureau for more than a 
year and a half. She has been connected 
with the bureau in various capacities 
since 1910. Mrs. Fairchild will leave 
Lincoln about July 17 for the west, and 
will go by way of Los Angeles to attend 
the convention of the National Associa- 
tion of Life Underwriters. 


Will Taylor, secretary of the Franklin 
Life, Springfield, Il, has been named 
state director for the eighth Red Cross 


roll call in Illinois, Nov. 11-27. He 1s 
also a member of the executive com- 
mittee of the state council. His appoint- 
ment is in recognition of his past ex- 
cellent service in behalf of the Red 
Cross. 

A new world’s record in number of 


applications obtained in one month was 
set by A. H. Hammond, Nashville, who 
wrote 180 applications for the Cotton 
States Life in June. He bettered the 
mark set by Henry E. Scott of Dem- 
opolis, Alabama, by four applications 
The Alabaman set his record several 
months ago, bettering the record made 
by Harry Rosen of New York City. 

Mr. Hammond has been with the 
ton States Life since May 1. He went 
to that company from the Travelers and 
has been in the insurance business for 
six vears Previous to entering tm- 
was a bank teller. The 
were all written in Nash 


Cot- 


180 policies 
ville. 





Ei 
Gene 
super 
Conti 
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as yet = = =) | headquarters at Abilene. Mr. Williams - manager of the Continental Life | have been in partnership on individual 
~ 3 is a consistent writer and is believed to | July 1. He was in the fire and casualty | production since March, 1923. The firm 
hnan- LIFE AGENCY CHANGES ossess the qualifications for a success- | insurance business prior to entering life | of Hackleman & Shields succeeds the 
P 
ae i tul general agent. | work about six years ago. general agency of Ward H. Hackleman, 
egular who conducted the office for nine years. 
ured EUREKA LIFE APPOINTMENTS W. E. Felthouse | —_ on 
' ackleman elds 
which ber of Ge 1A H B Walter E. Felthouse has been ap- | , , ae George A. Selig 
ice be Num a Soe Se Sees pointed general agent for the Northern | Ward H. Hackleman and Roy Shields tue 
or the Secured By Baltimore Company Life of Seattle in charge of six coun- of Indianapolis have formed a partner- The Atlantic Life announces the ap- 
a in Various Points ties in the center of California, includ- ship, the Hackleman & Shields Agency, pointment of George A. Selig as general 
ye ing Alameda, Contra Costa, San /| to act as Indiana general agents for the | agent at Winston-Salem, N. C., his 
ac i2- The FE . 73 F Pale: . an.| Joaquin, Stanislaus, Calaveras and Tuo- | Massachusetts Mutual Life. Both men | territory to include that city and 17 out- 
rcetul . ce anne tae My eee ae jumne. He will have his headquarters have been in the life insurance business | lying counties. For the past year, he 
elite ponte, oll ee a we ie Oakland. Mr. Felthouse resigned as! in Indianapolis for many years. They | has been district manager at Winston- 
=< ‘\. Wankowski, of San Diego, Cal., 
sound has tor several months been contem- 
plating re-entering the life insurance 
business, having at one time been gen- 
—— eral agent for the Equitable Life on the 
Pacific Coast. He recently made a con- 
tract for southern California. 
H. N. Chipchase, who for the past 
a several months has been handling the 
Union liie department in the Tongue office, DEATH AND TAXES! 
of the has, with the consent of T. T. Tongue, ° 
— Se .36 Oo aes According to the proverb, these are the great certainties of civilized life. And we 
by his Roach & Nixon have been appointed find it so. : 
rst to sneral agents at Dover, N. J. This is The total ordinary receipts of the United States Government for the fiscal year 1923 
1 - 7 very successful insurance office at F were $4,000,000,000—or over $36 per capita. Practically all from taxes! Who paid this? 
family over. : Pe 
some Michael F. O'Malley has _ recently > Perhaps you think you didn't. 
e will been appointed at Passaic, N. J. RE A ERTAINTY! 
eeting J. J. Brill, agent for the Maryland = TAXES A te e 
| Min- Casualty at Newark, N. Y., has decided Ee The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per 
that the life insurance branch is too big ‘ ; ‘ > A ¥ ng" 
3 will an opportunity for the making of some capita. Practically all from taxes! Who paid that? Perhaps you think you didn't. 
rip up real money in commissions to be over- Municipal taxes exceed the State taxes, for those who live in cities, many times over. 
NCiSCO, looked. He is therefore branching out | |g The taxpayers of Greater New York pay over twenty times as much in city taxes as they 
> = a pone Bangg Eureka-Maryland as his 5 do in State taxes. 
i an 'N, C. Sayder, who has for a number | The report of the Federal Trade Commission says the total amount of taxes paid for 
reach of years been a successful life producer | | federal, state and local purposes in 1922 was over $7,750,000,000. 
dle oi at Kingston, N. Y., has gone with the | |B Don't think you escape because you directly pay no real estate tax and no income tax. 
— —_ mato vd coon o — E “The consumer pays the tax,” in the cost of what he consumes—rent, food, clothing, 
acquaintance throughou ster county. ‘ ° . 
ber of In Pennsylvania the company has re- RY transportation, recreation. 
valine cently added to its organization the | | The man who actually pays the taxes passes a part or all of them on to the consumer. 
d, and Graeber Insurance Agency at Shamokin. | [5 He must—because his goods and his service cost him more. All the great corporations pay 
Dr. E. large amounts in taxes—and taxes make the cost of their products higher to the consumer. 
er Le IOWA FIELD IS REARRANGED The railroads pay more in taxes than they pay in dividends to stockholders. 2 
: po. This Company has within five years paid over $19,000,000 in taxes, excluding taxes 
ionary Aetna Life Has Appointed M. L. Dea- on real estate. All of this $19,000,000 would otherwise have been used to reduce the cost 
t time ton and G. W. McClung as Man- of insurance. In other words, the Company passed the taxes on to the consumer, on to 
saptist agers for the State its policyholders. It had to. 
——- This happens constantly in every business, and yet many people think they escape 
rhe Aetna Life is rearranging its taxation because they make no tax returns. 
,_ only lowa field. At present there are four We all pay taxes while we live, and our estates or our families or our friends pay them 
in the general agents in the state. M. L. Dea- for us when we die 
urance ton of Iowa City, G. W. McClung of | |E E : ; 
Seattle Cedar Rapids, F. W. Allen of Sioux | | If, for example, you die possessed of railroad stocks, they may be taxed by each state 
voman City, G. W. Hughes of Des Moines. Mr. *) where the railroad is incorporated, by the state where you resided and by the state where 
— Deaton and*Mr. McClung will go to 5 the certificate was located at the time of your death. It has happened that inheritance taxes 
=) . omen s aving fo . > . 
g the ween of McClung & seat wit E exceed the entire value of an estate. 
martners P\ - «x eato . . ’ . ' 
than a handle the entire state for the company. | | Yes, taxes are certainties! And they often bulk large; too large! 
nected Mr. Hughes and Mr. Allen will retire yi 
acities as general agents and hereafter will be | 
Bye connected with the company as personal DEATH IS A CERTAINTY! 
attend samen S) Death has a long record. He appears in the first chapter of the story of mankind. For 
ssocia- H. S. Coil centuries Death seemed capricious—subject to no law—and he is so still, so far as the indi- 
H. S. Coil, § ‘ - ae . vidual is concerned: but, with men in the Mass, Death has a well discerned law of action. 
. the Connection basal Lie ob arian Of ten thousand men in good health, some will die the first year and some in every 
ank r field, Mass., has taken charge of the | lk year thereafter till all are dead; but who will die soon and who will live long is the great 
Fw: Cleveland city agency of the Cleveland Sy mystery. 
He is Life with the title of home office super- During the first three months of 1924 the New York Life Insurance Company paid 
com- = 2.739 death claims. Of these policyholders, 126 died in the first year of insurance, | 36 in 
point: Biner Bein E the second year, 463 between three and five years after insuring, 494 between five and ten 
- Red Ej Hein 1 ' es years after insuring, 707 between ten and twenty years after insuring, and 813 after twenty 
3 Ver P <iner ein 1as een appointec Vv . 
General Agent C. J. Klitgaard as agency years of insurance. Twenty years ago no one knew which of these 2,739 people would die 
supervisor at San Francisco for the first. ; a 
ber of Continental Life of Missouri. Mr. Hein ES That uncertain but sure event lies at the very heart of the practical problem of living; 
h was a with the Continental Life E it made life insurance necessary. 
e, who = ae, Se re Between these certainties—Taxes and Death—what should a prudent man do? 
| otton ee i ° . e e er 
sd the Continental Life Changes S| . ra hg oe agen —_ the first certainty: Taxes. He will pay taxes while living even 
Dem- <i ce ; . though he doesn't know it. ; 
ations oR ig —- Maga l - But the taxes that literally spring at his dependents when he dies he cannot meet per- 
ghee taken over the general agency for the | | sonally. He can provide for them, however, through life insurance. — 
oe Continental Life of St. Louis in that B He can do more! He can at once create an estate and protect it. 
Cot. territory, which embraces the entire Ey Ask any New York Life man! He will tell you all about it. 
. state of Oregon. Mr. Witham has been x 
; eo in the life insurance business since 1914 ES NEW YORK LIFE INSURANCE COMPANY. is i 
rs “se and in addition to his personal writing | |K DARWIN P. KINGSLEY, President ‘s 
SS has developed a substantial agency or- E 
ne rhe | ganization. § 
Pe “ Leland L. Williams, agent for the ‘ cial / 
Nash- Continental Life at Abilene, Tex., has SANE ANTI ETONE ON TIQN TIONS TIO TIONT ONTO IANE ONTO ONT ANY ike | i 
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This is No. 8 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 

















Michigan Mutual Life Building 


Satisfactory Policies 


The agent who sells a Michigan Mutual Life Policy, 
regardless of its form, knows that he is selling a 
satisfactory policy. He knows that he is giving his 
clients the best service obtainable at the lowest cost 


consistent with sound business management. 


He further knows that the solid strength of the 
Michigan Mutual is back of him, and that the as 
surance of service which he makes to his clients 
will be carried out to the fullest extent by his com- 
It is worth 


pany. Such a knowledge is invaluable. 


seeking. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 











The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 




















THE NATIONAL UNDERWRITER 


Salem for the Phoenix Mutual Life. His | sachusetts 


first life insurance connection was with 
his father’s general insurance agency at 
Lawrence, Kan. Subsequently, he 
entered the advertising business and 
later became regional organizer tor the 
Kiwanis International. He determined 








last spring to reenter the life insurance | 


business and went at his own expense 
to the sales school of the Phoenix Mu- 
tual before becoming district manager 
for the company at Winston-Salem 


Fred S. Stripp 


Fred S. Stripp, formerly agency super 
visor for the West Coast Life, who re- 
signed last month, has joined the Equit- 
Life of New York as a member 
Oakland under Ben F. 


able 
of the 
Shapro 


agency 


C. D. Pancratz and P. A. Callaghan 


F. L. Tucker, northern manager for 
the Royal Union Life, announces the 
agency appointment of C. D. Pancratz 
and P. A. Callaghan of Perham, Minn., 
for Ottertail, Wadena, Becker, Clay, 


Wilkins and Douglas counties 
George K. Jones 
George K. Jones has been appointed 
general agent of the Connecticut Mutual 


at Indianapolis. For the past three 
years Mr. Jones has beep with the Mas 


Mutual The agency will 
specialize in monthly income and _ busi- 
ness insurance 


George E. Black 


Earl Eide, St. Paul and southern Min- 
neapolis manager for the Prudential 
(ordinary department) announces the 
appointment of George E. Black as as- 
sistant manager Mr. Black will 
tinue to make his headquarters at Man- 


kato where the Prudential is already 
well established. Mr. Black was form 
erly district manager for the Nort! 


Mutual Life. 


western 


A. E. Sullivan 


\. E. Sullivan, formerly with the Chi- 
cago National Life, has been made 
agent the Peoples Life of Chicago 
in Indiana. The company is now apply 
ing for admission to Michigan, lowa and 


Missouri. 


State 


tor 


West Coast Life Appointments 


The West Coast Life announces 
following district manager appoint- 
ments L. A. Hills, Provo, Utah: Eph 
Poulter, Ogden, Utah: B. H. Stewart, 
Clakamas, Ore.: Warren Brown, Crook, 
Ore., and T. M. Kaney, Chico, Cal 
David J. McGowan is appointed special! 


agent under General Agent Small at Ely 


for southern Nevada 





| 
| 
=_— 





EASTERN STATES ACTIVITIES 








STATE MUTUAL CONVENTION 


Agency Association Held Its Annual 
Gathering — Geo. H. Collett of 
Providence Elected President 


Mutual 
Mass., 
\ssocia 


Conn., 


Representatives of the State 
Life, 170 strong, of Worcester, 
composing the General Agents’ 
tion, gathered at Eastern Point, 
for three days, July 1-3 

Che association elected the 
officers: President, George H. Collett 
Providence, R. |.; vice-president, Joshua 
B. Clark, Boston: secretary-treasurer, 
Frederick A. Colton, Concord, N. H.: 


tollowing 


executive committee, George > Lott, 
Dayton, O.; Charles R. Gantz, Balti 
more, Md., Frederick A. Colton, Con 
cord, N. H., Robert L. Jones, New York 
Citv; C. Fred Davis, Indianapolis 

Miss Glenna Collett, fresh from her 


Buffalo tournament and the daughter of 
the new association’s president, and 
Frederick A. Colton played a golf match 
Benjamin Ayres of Springfield 
Rojent of Boston, at the 


against 


and George 


Shenecossett- Country Club, winning 
easily 

At the banquet President C. H. Rice 
and Congressman Samuel Winslow of 
Worcester, Mass., were the principal | 
speakers. 

Charles R. Dowen presided at Tues 
day morning’s meeting and responded 
to the welcome by President Rice W 
Harry Jackson spoke on “The Initial 
Call for Insurance.” Vice-President 
Chandler Bullock, general counsel, spoke | 
on the federal tax; Albert D. Hatfield 


of Cleveland, ©., spoke on “Progressive 
Insurance”, Secretary D. W Carter 
spoke on “Team Work as Desired by the 
Company”, and Mr. Munson on “Sales 
Talks” 
President 
Wednesday 
Charles D 
on the 


George H. Collett presided 

Medical Director Dr 
VW heeler wave review 
mortality records of 1923 
Charles S. Berken, Sr., spoke on “Clos 
ing Arguments”: Charles R. Fitzgerald, 
the company’s actuary, spoke on “Field 
Help from the Actuarial Department” 
Mark A. Law of Chicago discussed, 
“Written Proposals”: C. Fred 
Indianapolis on “Monthly 
Charles R. Dowen, Syracuse, N. Y., on 
“Continuous Service to Policy Holders” 
and H. Drew Lapp of Chicago on “Us« 
of Prospect Cards.” 


a briet 


Incomes”: 


and Service 


Davis ot } 


| 


SAVAGE IS SUPERINTENDENT 
Governor Dcnahey of Ohio Appoints 
Assistant in the Insurance Depart- 
ment as Its Head 


Governor Donahey of Ohio has for- 
mally appointed E. L. Savage as super 
intendent of insurance in that state to 
succeed Harry L. Conn, who was ap- 
pointed as a justice on the supreme 
bencl Mr. Savage comes trom Pauld 
ing, ©. He has been serving as assist- 
ant superintendent 

Judge Savage is former prosecuting 





SAVAGE 


later served as common 
4 Paulding county He is 
Wooster and the Harvard 

He has taken an active 
business life of his commu- 
president of the Southern 
Paulding, and 


Valley Land 


attorney ane 
pleas judge « 
a graduate of 
Law School 
part in the 

nity He is 
Lumber Company 


treasurer of the Maumee 


Company of Ft. Wayne, and treasurer 
of the Columbus Tire & Rubber Com 
pany He has made a good record m 
the imsurance department and is f 
garded as highly capable 


United L. & A. Baltimore Outing 
T he k Cc il 


United \ccident 


agen 


Insur ined 


Baltimore 


Lite & 





Ral 


agen! 
\ 
the 
value 
agen 
short 
Com 
ol 
Sellin 
inten 
relate 
sellin 
\. R 
suggee 
the a 
trict’ 
well 
The 
tirely 
Prob] 


tarmne 
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a R Samuel Schwarz is state man-| For instance, the practice he ¢ 
g was host to about 80 guests Satur pany in not entertaining any application 
[The atternoon was given over to | that does not have a check pinned t | 
ts and water diversions which put | for the gross premium, which is one ot e 
ests into the right mood to enjoy | our strict rules. 1 expect that more ex- | 
a eel Tee ilent Partner 
mg the speakers at the dinner | have a smile over this rule in Gotham 


Robert J. Merrill, vice-president of | but a rule it is with us, just the same 








Min- t mpany:; George L. Jorda state lo not teel pessimistic at all about our | e , 
“tial Bee aren of tee canisani's en. | tumte_bere for there are soon to be | To tens of thousands of policy- 
he liam Kelso White, of the company’s ex- | some plans revealed which will help us | oe a . 

S ‘a x ogg 3 \dam Sel lusset _ an- |} a lot in getting business. Some ot holders and their tamilies, this Com- 
con- v or the ‘etrop Htan Lite oseph | new polic rms. for instan vill be 
Men: it 08 Che Seven “ =" M. John- | on terms which will place Western | pany for more than three-quarters 
‘eadyv > t Martinsburg . LU nior contracts o1 i pat wit other P ° 
orm. TO OPEN OFFICE THIS WEEK ‘O™Pa"y contracts wi ch | hee eret of a century, has stood as a silent 
sis Ce ae ainsi anal bulwark of financial security and 
Ralph Hubbard Will Fire the Opening close contact with my home oft folks ee Y. ere . = 
Gun for the Western Union Life relbg gt what the; expect of me ai stability at all times. 
Chi. in New York — i i 
< oe -EW YORK. Julv 9.—Vice-Pres Honor New England Veterans ees 
pply t t Ralph K Hubbard ot the West ri \ score of veteran } nie othece em- 
me ges th ge win tae Si gh Me T MUTUAL 
s returned to ew ork City and ex- yyal outing last week at Newcastle, N 
. ects 10 open the new up-town offices H. There was golf, baseball, swimming LIFE INSURANCE COMPANY 
s the st 42nd St., and were formerly thos: en President Daniel | ppel called 
OmMt- odd by ma Rasa of Lite Insur u 7 ? the hon oy 7 Se oe who had 1846 Hartford, Conn. 1924 
Eph nee Sales Rese ch wh recentl re served more than 25 \ t with the con 
wart ed to Hartford, Con sents Xe 
rook Hubbard, speaking rt the ire | gland Mut | e silve 1 il t 
Cal rations of his company in New York = “Faithful Service.” Those thus honored, 


ecla Nothing is further tro our with the years 


“Ely J (ition than trying to make record prow. | PK. Neff 4s: Wilham W. Barnes, :|| CALIFORNIA STATE LIFE 


ress in New York City We shall be | Frank H. Hamilton, 43; Wilham H. 5 


conservative and well content with |} Pearce. 41 Clarence 5 Dade, 38; John | Insurance Company 



































odest business \gency material r. Pearce, 37: Pheodore | (srant, The | 
for work here will be men in William D. B. Flint, 35 Edgar A SACRAMENTO, CALIFORNIA 
rienced in life insurance soliciting Thomas, 32; Eliott | Trull 1; Hart 
preference rhe se men will be \ Hobbs, 1; Fr uncis, D. Bor . 31; | Insurance in force over $48,000,000 
; P ~ agli “The Sn ioe ty fact be % = uN seg O Saotsie a : oR: Assets in Excess of $5,900,000 
ive prece dents tor objec tir w te some I rank H. Cratt, 27; 8 Randall Lincoln Capital and Surplus over $767,000 
vethods of doing business which 27 ‘rank ; dai ( H vy Jack- | ° *g% ° 
oints at me -" is . ng : . hl gc feet a nok S. Lin “A Splendid opportunities for reliable, experienced 
rt. enced agents would no © "owes : : Salesmen bearing proper credentials. 
IN THE. MISSISSIPPI VALLEY | | Write J. R. KRUSE, Vice-President and General Manager. 


to - 7 ville ne has filed iis nal report y 0) LY Milli P li N I 
Bows DES MOINES bevccoseeaiats — tne xuperion court there | The revert ver 2 - . _ - " Force 


lowa Representatives of Mutual Life of lare $4,307, and the liabilities are th 
BStSs- same \ receiver for the company was , \ 


New York Have Most Successful : 
appointed several months ago at the 


uting Meeting—50 in Attendance request of U. S. Lesh, attorney general 
Indiana on the grounds that the 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


que for 

officers of the company had not com 

The Des Moines agency of the Mutual | plied with the act governing insurance 

Life of New York held its annual con- peered org providing that reports must 
- - i ah 

vention Friday, attended by about 50 [be made at certain intervals The 

| Liberty is composed of negroes the 

eadinge officers of the company living in 


Jan. 11,1916 Jan. 1, 1994 
Assets +e» 8 7,804,230 § 40,113,271 
Policies in Force... 503,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 


\. P. Hohmann, manager, welcomed 
the visiting agents and stressed the | 
value of close cooperation between the 


| 
Evansville and at Paducah, Ky» 





agency and the men in the held \ | New Companies in Iowa 
ort talk by M .. : * ler on , J he The lowa department has in recent Attractive opportunities open to competent agents in Ohio, Indiana, 
Company was followed by an aderess | oaths admitted several new life com Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


on. “Vision and the Value of Detinite | ap ; 3 
Selling Plans” by M. C. Galpin, super tea $ I ».. c Rasa : A , gy Parc Th W Lif 

- = apowus - x ¢ Se¢ , } a2 
wut of agente Me Cate Coben | ote Tate eens ohs's “Overs sre] The Western and Southern Life Insurance Co. 


related some personal experiences im Ind., Occidental Life of Los Angeles, 
’ W. J. WILLIAMS, President CINCINNATI, OHIO 


selling insurance sines ren and | “tag saa 
elling meurance 8 business m« and | Ohio National Life, and the reinsurance 
\. R. Linaburvy made many valuable | 


; er of the Lincoln Life of Lincoln, Neb., by 
suggestions for speeding up the wor o the Mid-west Life of the same city. 
the agency office. Organizing a Dis- 


trict” was well handled by F. ¢ Cro- | 


wl Equitable of Iowa Outing A Company with Friends Everywhere 


The afternoon session conststed en [wo hundred representatives of the 














\ feature of the banquet in the even 


hern ine for @ vents and a the | 8s connected with the Northwestern 
nd oer oe a oo bie — Mutual Life for more than 30 years 

a d resence of John M. Orvis, the oldest | 

Lane policyholder in the agency, who gave an 


nthusiastic talk dealing with his 64 | J. I. Overholt 


Ihe Guaranty Life of Davenport, Ia., 
which recently entered Texas, has ap 
pointed J. I. Overholt general manager 


Wind Up Indiana Negro Company [jor 28 counties in southeastern Texas. OF SPRINGFIELD, MASSACHUSETTS 
g hn W. Spencer, receiver for the | Mr. Overholt will at once undertake the INCORPORATED IN 1851 


erty Insurance Company of Evans- | task of opening up the field 


| 
tirely of specific sales demonstrations Equitable Life of Des Moines recently The agent who is selling insurance in this Company, which 
Problems consisting of selling the | held a two-day outing at Lake Bemidji for seventy-three years has been rendering unexcelled service, 
farmer, the business man, the salaried | in northern Minnesota \ special train does not work alone. Wherever he may be, he finds enthusiastic 
man and the unmarried man were as- | carried the party from Des Moines to friends ready to help him by testifying that there is no better 
signed to J. W. Hurst, R. E. Brobst, | the lake company in the land than the old Massachusetts Mutual. Its 
I. A. Touet and P. E. McGinn, respec | —-—— enviable record for service and the low net cost of the protection 
mon tively, who handled them most accep- Mississippi Valiey Notes furnished make a combination that assures success to any real 
le is tall General discussion followed each se . worker in the field. 
vard le monstration, many valuable pomts be wy ee ne les ge wank: . , 
ctive on tenn eal pe ee ag ay FR meg JOSEPH C. BEHAN, Superintendent of Agencies 
mu- | Wis after a short illness. Mr. Mahar 


ears of experience as a satished Mutual 
policyholder 
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Eleven million people within two | IN THE SOUTH AND SOUTHWEST | 
hundred and fifty miles of our Home ! 


Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 
Direct General Agency Contract—lib- 


eral commissions—but we are ‘‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a half 
paid to policyholders in this 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 

















We issue all 
standard forms of 
Life Insurance 
Policies. Every 
policy protected by 
Deposit of Full 
Legal Reserve with 
the State of Iowa. 





nsurance Company 


OF DES MOINES, IOWA 
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©)The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT“c MONTHLY INCOME INSURANCE. 


Sidteeae LATEST POLICIES AND AGENCY CONTRACT BUULSZ HE 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 











Capital $200,000 





HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 
There are exceptionally good oppor- 


tunities for agents and general agents 
in good producing territory. 





GEM CITY LIFE INSURANCE COMPANY 


I. A. MORRISSETT, VICE-PRES. 
OHIO 





DAYTON, 


























SUBJECT TO UNFAIR ATTACK 





Some Life Insurance Solicitors Use 
Despicable Methods With the Home 
Life of Arkansas 





The Home Life of Little Rock, Ark., 
is being subjected to unfair competition 
because of the annual statement in the 
insurance year books. The statement 
shows an excess of disbursements over 
income of $370,537. This condition re- 
sulted from the reinsurance of the casu- 
alty business in the Home Accident as 
of Jan. 1, 1923. All the casualty busi- 
ness written in the old company was 
taken over by the Home Accident, the 
new company, assets amounting to 


$636,989, representing the liabilities of | 


the casualty department being trans- 
ferred. This was a decline or reduction 
of liabilities on account of the sale of 
the casualty insurance. 


Competing agents have used this item } 


against the Home Life without making 
an explanation as to what it means. 
Naturally, on the face of the returns, a 
company that shows an excess of dis- 
bursements of this character, would de- 
serve looking into. The Home Life & 
Accident prior to Jan. 1, 1923, wrote 
both casualty and life insurance. It 


was thought best to separate the two | 


lines. The Home Accident was organ- 
ized with a capital of $500,000 and sur- 
plus of $100,000. The name of the Home 
Life & Accident was then changed to 
Home Life. The liabilities were reduced 
in exactly the same amount that the 
assets were. The Home Life is under 
an excellent management and is highly 
regarded in every way. 


Bankers Life Texas Meeting 
Texas State Manager Tullis of the 
Bankers’ Life had his district agents in 
Dallas last week for a discussion of 
plans to increase production for the re- 


mainder of the year. A score or more 
of good producers attended the con- 
ference. It was reported that the com- 
pany is doing a fine business in Texas 
this year and expects to do even better 
from now on. The company will hold 
its big agency meeting at El Paso in 
January. At this time the banner pro- 
ducers from all states in the southwest 
will be in the border city for two or 
three days of actual instruction in sell- 
ing life insurance. Some 200 agents will 
probably attend the conference on the 
Rio Grande 





Life Man on Fire Agents’ Program 


Dr. Joseph H. Smith, district manager 
at Petersburg for the Atlantic Life, was 
scheduled to deliver an address before 
the annual convention of the Virginia 
Association of Insurance Agents this 
week at Roanoke. He was expected to 
detail some of the achievements of the 
Virginia state chamber of commerce 
since he became head of this organiza- 
| tion several months ago. 





Shaw Made Supervisor 
Jas. B. Ress of New Orleans,” who 
operates a large fire and casualty agency 
| there, announces the appointment of 
G. Kendall Shaw as agency supervisor 
lof his life department. Mr. Ross was 
recently appointed manager of the Vol 
unteer State Life for Louisiana. In Mr 
Shaw, who has until now held a salaried 
| position in another kind of business, but 
who has been successful in writing con- 
| siderable life insurance as a part time 
|} man, Manager Ross believes he has a 
|man who will develop rapidly as a life 
insurance man. 








Southern Notes 


j Austin S. Manning, general agent at 
| Columbia, Ss. C., for the Home Life of 
New York, died recently. He was promi- 
South Caro- 
insurance 


; nent in banking circles in 
{lina before entering the life 
| field. 




















CALIFORNIA STATE MEETING 


Agents Will Gather for the Annual 
Convention To Be Held at Lake 
Tahoe 


About fifty members of the “El Cap 
itan Club”, an organization of agents of 
the California State Life of Sacramento, 
Cal., who have qualified for membership 
by writing $125,000 or more during the 
year ending June 30, are expected to 
attend the annual meeting of the club 
Aug. 4-8 at Lake Tahoe. A program of 
unusual interest is to be carried out. 
Benjamin Wateriall of Berkeley, Cal., is 
the leader of the company’s agency force 
again this year. Field Manager Maret 
discovered a couple of weeks ago that 
Mr. Waterfall only lacked about $125,- 
000 to make his record for the first half 
of 1924 a half million dollars new pro- 
duction. Mr. Waterfall had planned a 
sea side vacation but an appeal to him 
to round out the six months right was 
effective and he closed on June 30 with 
$508,000. As this business was mainly 
limited endowment with an average 
premium of about $50, the effort so 
successfully made was of especial im- 
portance. 


Examining Western States Life 


H. O. Fishback, Jr., representing 
Washington; Paul L. Woolston for Ore- 
gon, and Fred and E. C. Cooper, repre- 
senting California, are completing an 
examination of the Western States Life 
of San Francisco. E. C. Cooper is the 
former president of the Great Republic 
Life and has served twice as insurance 
commissioner of California. 


NEW WYOMING LIFE COMPANY 


| 
| Yellowstone National, Incorporated at 
Casper, Expects To Be Important 


Factor in State 


| CASPER, WYO., July 8—The Yel 
| lowstone National Life, Wyoming’s only 
life insurance company, was recently in- 
corporated with headquarters in Casper. 
At a meeting of men interested in the 
formation of this company, John Hesse, 
well known Chicago insurance man, 
was the principal speaker. He spoke oi 
the value of life insurance companies to 
the development of business, bringing 
out that in Wyoming $2,200,000 is paid 
to insurance companies in one year, with 
all but $200,000 of this amount going 
out of the state. Insurance companies 
are financing many of the great business 
projects of the present time, and Mr. 
Hesse pointed out their value in assist- 
ing irrigation projects in the west. The 
new company plans to assist the local 
undertaking known as the Alcova-Cas 
per project. It is expected that the new 
company will find an ever increasing 
field in its home state, since 85 percent 
of Wyoming is still undeveloped and the 
resources of the state are immense. 


Has Record Month 


During June the Western States Life 
of San Francisco enjoyed the largest 
volume of business written in a single 
month in the history of the company, 
with an increase cf more than $400,000 
over the best previous month. The total 
volume of business was $4,515,907.00 
For the first six months of the year the 
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company shows an increase of approxi- 
mately 33-1-3 percent over the same 
period ot time tor 1923. 


Cunningham Finds Conditions Good 


Harry R. Cunningham, vice-president 
and general manager of the Montana 
Life, who has just returned from a tour 
of Montana, reports that agricultural 
conditions in the state are the best that 
he has seen during his 53 years of ex- 
perience. Weather conditions have been 
most favorable for unusually large crops, 
and the fact that most sections of the 
country have suffered late seasons, heavy 
rain, and hail, will give Montana farmers 
an additional advantage. Mr. Cunning- 
ham states that Montana is in better 
shape agriculturally than any other place 
in the United States. 


Standish in Coast Field 


H. S. Standish, for many years one 
of the best known life insurance men in 
Chicago, who resigned recently as as- 
sistant manager of the Union Central 
Life in that city to go with the Sun Life 
of Canada, left Thursday for Los An- 
geles to take charge of the work of 
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opening up the coast territory ior the 
Sun Life. The new agency will start 
off under rather favorable circumstances 
in one respect, in that there are a large 
number of policyholders of the Sun Lite, 


originally insured elsewhere, who are 
now residing on the Pacific Coast and 
will be transferred to the new agercy. 


H. O. Leach, superintendent of agents 
for the Sun Life, is now in Los Angeles, 
for the purpose of establishing the new 
branch there. 


Tierney Death Held Accident 
The Pacific Mutual Life ordered 


Mrs 


was 


to pay $25,000, with interest, to 
Bernice K, Tierney, widow of William F 
Tierney, who fell from a window in his 


December and 
Seattle. 


Angeles last 
federal court at 
The court found Tierney had met his 
death accidentally. The family, after 
the death, moved to Seattle and suit was 
brought there Tierney southern 
California branch manager for the 
Northwestern Mutual Fire of Seattle. 


office in Los 
was killed, by 


was 


Coast Notes 


Joseph L. Greenwell, special agent of 
the Equitable Life at Seattle, addressed 
the Religious Education Workers League 
recently, his subject being “The Divine 
Imperative in Every Man's Life.” 








IN THE ACCIDENT AND HEALTH FIELD 
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FEDERAL WINS KANSAS CASE 


State Supreme Court Holds Accident 
Policies Not Affected by Life In- 
surance Forfeiture Law 





TOPEKA, KAN., July 8.—Accident 
policies in Kansas do not come under 
the protection of the forfeiture law en- 
acted for life policies some years ago. 
The Kansas supreme court so holds in 


the suit of Ruby Pauline Balch vs. Fed- 
eral Life. 

This case has been watched with 
much interest by all the companies 
writing accident business in Kansas. 
Clyde Balch held a policy in the Fed- 


eral Life and was killed in an accident 
three months after the expiration date 
in the policy. His wife brought suit 
on the theory that an accident policy, 
in the event of the death of a holder 
by accident, becomes actually life insur- 
ance and therefore is subject to the 
same forfeiture provisions as regular 
lite policies. In other words the suit 
was based on the assumption that acci- 
dent companies must give the 30 days 
notice of forfeiture of policies. 

But accident policies are 
expire on a certain date and at a cer- 
tain time. 


written to | 


The supreme court held that | 


policies which have in them the express | 


provision that they expire on a definite 
date and at a definite time do not come 
under the provisions of the forfeiture 
law and when the premiums are not 
paid as the policy requires, the policies 
lapse without further notice to the 
holder. Life policies are not written 
with any definite date for expiration but 
simply lapse upon non-payment of the 
premium. 

There were several other cases of an 
exactly similar nature awaiting the deci- 
sion of the supreme court in this case. 


Is Made State Manager 


Ira FE. Smalley, district manager for 
the Monarch Accident at Sioux Falls 
S. D., has been promoted to state 
ger for that company in South 
He will retain his headquarters in 
Falls, 


Dakota 
Sioux 


Pioneer Vice-President Resigns 


| receiver for the 


| 


| which 


mana- | 


F. W. Ford, who has been serving as 
Vice-president of the Pioneer of Lincoln, | 
Net has resigned. Mr. Ford has not 
announced his connection, although it is 

that he will do accident and 


expected 


th work in Nebraska 


F. W. Timmons has been appointed 

district manager for the disability divi- 

f the Continental Casualty, with 
larters at Fort Wayne, Ind 


ast ead 


PROTECTION FOR VACATIONS 


Many Accidents Happen When People 
Are Off the Beaten Track on 
Outing Trips 


At this time thousands of people are 
making preparations for going away on 
vacation trips, and in those preparations 
they should include taking out accident 
insurance. Records of insurance com- 
panies show that people are more likely 
to get hurt on vacations, for at that 
time they are exposed to many hazards 
which do not affect them the rest of 
the year. During the summer season, 
there is a very pronounced upward 
curve in the number of accidents, for at 
that time many more people are travel- 
ing by train and especially by automo- 
bile, to say nothing of the hazards in- 
volved in camping and outing trips. Ac- 
cident and health insurance salesmen 
should see to it that a policy is included 
as a part of every man’s preparation for 
his vacation, for frequently men have 
gone away to enjoy a vacation, and re- 
turned disabled for time to come 
because of accidents. 


some 


Accident Claim Good for Life 


TOPEKA, KAN., July 8 An accident 
insurance claim is good for the life of 
the insured and not just for the period 
of his active service in his profession, 
according to the ruling of the Kansas 
supreme court The court directed the 
Kansas Casualty & 
pay $9,350 to T. W. Spencer, 
terms of an accident pe 


Surety to 


under the vliey 


he held. Spencer was a city fireman at 
Wichita and was injured in an accident 
four years ago He was 52 years ol« 
at the time 

The company paid the regular weekly 
indemnity for two vears and then 
stopped payment on the ground that 
Spencer's usefulness aS a member of the 


had expired because of 
entitled to any 
policy, 
paid 


fire department 
age and that he was not 
further indemnity under the 
provided that he was to be 
was disabled and prevented 
duties as 


so long as he 


from performing his ordinary 
a fireman 

The supreme court held there was no 
time limit for usefulness for a fireman 
and the finding of the jury that Spencer 


entitled to the indemnity so long 


was 
as he lived was sustained 
New Policy Issued 

The Connecticut General Life has just 
| issued a new accident policy intended 
primarily for men and women not en- 
gaged in any regular occupation, a class 
previously eligible for protection only 


and permanent 
prin- 


against death and serious 
forms of injury. In addition to 
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cipal sum payments for loss of life, limb 
or sight, which double for travel acci- 
dents, etc., the new policy contains a 
schedule of fixed indemnities payable for 
minor injuries, dislocations and fractures, 


with an allowance for surgical treat- 
ment, hospital confinement and nurse's 
services 

The policy is issued for one, two, three 


six or twelve months, and is well adapted 
to vacation needs 

The Connecticut General has an 
nounced that it will pay hospital and 
nursing benefits for 20 instead of 10 
weeks under many of its accident and 
health policies For several years it has 
paid hospital benefits for the longer pe- 
riod under a number of its policy forms, 
bat the new provision regarding nurs- 


ing benefits is more liberal than has pre- 
viously appeared in any of its policy con- 
tracts Benefits are retroactive on acci- 
dent and health policies already in force 


Accidents of Recreation 


An interesting table has been compiled 


by the Pacific Mutual showing the num- 
ber of accidents occurring in several 
athlevic activities During the past ten 
years 56 policyholders were accidentally 
killed while engaged in recreation, nine 
lost a hand or foot or their eyesight 
while 3,065 met with disabling injuries 
Claims for these conditions amounted to 


$340,352 The following is the table: 

Number of 

Claims Paid 
Baseball 510 $ 22.838 
Bathing 430 66,966 
Basket or hand ball.... 275 14,007 
Falls while in field or 
SPEED ccecaceceos 

Wrestling 
Fishing : 
DT c64hessectbewe 
Tennis 
Skating 
Gymnastics 
Boating 
Hunting 
Bowling 
Dancing 
Coasting 
Polo. ° 
Miscellaneous suceese 423 


Amount 








8,695 
osves 3,262 





“as 





$340,352 


figures do not include automo 
sustained while on vaca- 
trips. 





These 
bile accidents 
tion or pleasure 





Some Recent Decisions 


Construction of Provision in Policy 
for Full Indemnity for Disabling Sick- 
ness—Under a health insurance policy 
providing for full indemnity for a dis- 
abling sickness during the period when 
the insured is confined to the house, and 

lower rate for such sickness when not 


so confined, mere disability of the in- 
sured to work or pursue his ordinary 
avocation does not entitle him to the 


but in order to recover full 
degree of his disabling 
sickness must be such as to confine him 
to his house. Sheets vs. Farmers & 
Merchants Mutual Life & Cas. Supreme 
Court, Kansas. Decided June 7. 
er ae 

Warranty That No Other Insurance 
Has Been Canceled—Waiver of Incom- 
pleteness of Answer—A warranty, in an 
application for accident insurance, that 
no other insurance had been canceled, 
is not breached by the prior voluntary 
surrender of a policy by the assured. 
The incompleteness of the answer to 
questions in an application for accident 
insurance is waived by an insurance 
company issuing a policy without fur- 
ther inquiry, despite the incompleteness 
of the answer on the face of the applica- 
tion. Rabin vs. Central Business Men’s. 
Supreme Court, Kansas. Decided June 7. 


Group Certificate Disapproved 
The so-called 


higher rate, 
indemnity the 


“group accident certi- 
cate,” which has been distributed in Cali- 
fornia by the Inter-Ocean Casualty, is in 
policy, according to an opinion 
attorney general of the state 
will be instructed to dis- 


reality a 
of the 
The company 


continue using the policy on the grounds 
that it does not conform with the Cali- 
fornia standard provisions governing ac- 
cident and health insurance The attor- 
ney general points out that only one 
person can be insured in an accident 
policy under the California laws 
Life & Casualty Promotions 

L. R. Pound, formerly of the Macon 

district of the Life & Casualty, has been 





New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 

















ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle‘St. 
Telephone State\7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuartes 
Life Insurance Accountants 
Statisticians 
@ South La Salle Street, Chicage 








OHNE. HI N ( Actuaries & Examiners 
OHNC. HIGDON eng wy 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
£16-613 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








DERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchan a 
Tel. Walnut 3761 DES M MOINES, 








J. McCO 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, ectc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
— The Law of Insurance « 


pcm C 
Idg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bidg. 19 S. La Salle St, 
Telephone State 4992 . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 
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Does It STICK? 


Not what is written, not what is delivered, but what 
sticks is the true test of real “business.” The policy in 
force at death is the only real insurance. In times gone 
by written figures were the measure of prosperity. Then 
came the substitution of delivered figures. “Business that 
sticks” ought eventually to be the standard. 

We have an effective conservation system. It saves 
renewal commissions for Agents. It aims to maintain 
until death the protection provided at the delivery of a 
policy. 

This is a golden service to Agents, to policyholders, 
and to beneficiaries. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 




















>I MUTUAL LIFE 


Li GLOB INSURANCE COMPANY 


OF CHICAGO, ILL. | 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE.......... ., 83 per cent 
— i a re 31 per cent 
Eo ena ee aahonee cewe 26 per cent 
i ce ca tke 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
Be E. BARRY, ‘President, General Manager : and Founder 














INDIANA OHIC ILLINOIS MICHIGAN 


“LA FAYETT. E ‘LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 

oo ON DECEMBER 31, 1923 


Assets ...... paveveseseecachnaewawedee iGueneneedenesdeaeeewwad $ 36,916,613.75 
a ala oes erlang ine REP Fara aekadibeweusta 32,373,207.24 
es ne skeciawéentsenee cnctienhis enineebeat 4,543,406.51 
Insurance in Force................:. pikenendiabbeaabcen es eeeeees 255,168,568.00 
Payments to Policyholders a a i éeteseess eee 


Total Payments to Policyholders since Organization. cocccces SapdGt OS SS 








JOHN G. WALKER, President 
National Produce 


Underwriter Want Ads Results 


One Inch, One Column wide, one time, $5.00, 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Ruch. — 





Phone Wabash 2704 

















UNDERWRITER 

assistant superintendent in 
district. M. R. Cole, 
Cole, has 
superintendent in 


promoted to 
the Columbus, Ga. 
son of Superintendent 
promoted to assistant 

the Shreveport district. 

The Life & Casualty 

the “Life & Casualty Sun” again 
August number, The first issue 
tain the semi-annual 


been 


will begin issuing 
with the 
will con- 


report of the com- 


July 10, 1924 


pany, with many other interesting things 
for insuran men 
Accident Notes 
E. E. Green, superintendent of the Na- 
tional Life & Accident at Memphis died 
after a prolonged period of - healt! 
He had been an agent for the compar 


1914 and superintendent since 1917 


since 





etc. 


Policy Literature, Rate Books, 
PRICE, $3.50 and $2.00 respectively. 


_NEWS ABOUT LIFE POLICIES 


ns Policies, ecitien Renee, Dividends, : Surrender ree and all Changes in 
Supplementing the 
Digest” and ‘Little Gem,” Published Annually in May and April respectively. 


“Unique Manual- 











RETENTION 


RAISES 


Guardian Life Announces’ Revised 
Schedule for Both Standard and 
Substandard Lines 

with its field 

demand 


In order to cooperate 


force in meeting the growing 

tor increased life insurance protection, 
the Guardian Life has increased its lim- 
its of retention. Reinsurance arrange- 


been extended to enable ad 
100 percent 


ments have 
ditional amounts equal to 


of the new limits to be handled through 
reinsurance. 
The new maximum limits of retention 


are as follows: 


Standard Lives 


LIMITS | 


MALE Sand 10 Yr. Term 
Life or End. with Ages 

Waiver 21- 25 $25,000 
Ages 6-45 25.000 
12-14 , $10,000 16. 15,000 
15-18 20,000 Double Indemnity 
19-20 30,000 ges 
21-25 50,000 12-18 $10,000 
26-45 . - 65,000 19-20 15,000 
16-50 50,000 21-50 25.000 
51-55 iwc 40,000 51-55 20.000 
56-60 | . 25.000 
61-65 10,000 

FEMALE 
Life or Endowment 
Ages 
14 $10,000 
15-20 . 2o,oo0 
21-55 . 25,000 
56-60 ... . 20,000 

Substandard Lives 

Minimum Rating, Ages 15-20 $20,000 
Minimum Rating, Ages 21-55. 25,000 | 
Minimum Rating, Ages 56-60 20,000 


Medium Rating, Ages 15-60 
Intermediate Rating, Ages 15-60 
Special Rating, Ages 15-60 


15,000 
10,000 


INCREASE DISABILITY RATES 
Continental Life Finds Rates Inadequate 
to Cover Total Permanent and 
Total Temporary Disability 





The Continental Life 
Del., in announcing an 
disability rates, makes 
statement: 


of Wilmington, 
increase in its 
the following 


“Having analyzed and _ studied the 
available statistics on which are based 
the rates for the new type of disability 


clause that covers not only total perma- 
nent disabilities but also total temporary 
disabilities that have continued for a 
specified time, and h: ving also analyzed 
and studied the experience of this and 
other companies under this benefit, we 
are convinced that a substantial increase 
in the rates commonly charged for this 
benefit is necessary to avoid a loss on 
this part of our business. We have ac- 
cordingly increased our disability 


MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


rates 





Then why not take a General 


¢ Agency inits HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 














for the l per cent disability clause and 
have at the same time made some 
changes in that clause, effective as of 
Jul 1, 1924 We have, furthermore, 
vithdraw he => wwe en disabil 
Claus¢ wh ve have bee ssuing r 
some years 

Che new disabil \ cla Ise prt vides tor 
a month! mcome ot 1 per cent exce 
that the first six months the income is 
2 per cent. Payments begin upon proot 
ot disability having existed six months 

rhe rates including the new disability 
rate are given below: 







4 
- 
21 5 
24 ] 4 
an ba ; i 
28 75 32.3 
24 65 32.95 
30 101.80 33.64 48.5 
31 105.05 $34.34 49 
32 108.50 35.07 49 
33 112.15 55.84 49 
34 116.10 36.67 50 
35 120.15 37.51 50 
16 124.45 23 38.37 5 3 
37. 129.05 ; 39.29 5 3 
38 133.95 3 40.27 5 $0.57 
39 139.00 3: $1.27 53 $2.45 
cal 144.50 34.12 42.35 5 44.52 
if 150.30 35.42 4: 5 0.25 46.74 
$2 156.50 36.81 4 2.21 49.18 
43 163.10 38.29 4 4.35 51.84 
44 170.10 39.86 4 6.66 54.74 
$5 177.55 41.54 4 9.19 57.94 
i6 185.55 43.33 5 52.00 61.47 
Le 194.10 45.23 56: 5.09* 65.39 
4 203.20 47.28 5 58.52 69.75 
69. 213.00 49.48 § 62.34 74.66 
50. 223.40 51.82 58.3 64 66.63 80.17 
51 234.55 54.32 60.60 66.32 71.47 86.42 
52 246.50 57.01 62.97 68.21 76.98 93.60 
53 259.35 59.91 65.54 70.31 83.34 101.94 
54 273.10 63.00 68.26 72.59 90.74 111.68 
55 287.95 66.35 71.21 75.09 99.47 123.27 
Reserve Loan Life 

The Reserve Loan Life has issued a 
new policy, endowment age 8&5, and re- 
duced rates on the ordinary life policy. 
The rates for the endowment age 85 are 
the same as those used for the old ordi- 
nary life New rates for the ordinary 
life are given below at 5 vear ages: 
Age Premium Age Premiums 
16. .-$12.43 40 $24.21 
20 ‘ : 13.48 45 .. ee 
25 ae ee sense a0 aoe 
30 17.19 55 : 48.98 
35 . , he 63.08 


Guardian Life 


The Guardian Life is 
overdue premiums with 
after the days of grace 
days from the due date 


now accepting 
interest thereon 
and within 90 
upon submission 


of a satisfactory application for rein- 
statement The home office must pass 
on the application for reinstatement 


before the premium receipt may be de- 


livered by the agency This new rein- 
statement rule applies to policies under 
which the arrears are tendered on a cash 
basis, and not to extension cases. An 
application for an extension of time 
after the expiration of the 60 days from 
the due date will, as heretofore, call for 
a medical certificate The company re- 
serves the right in all cases to call for 


form of a 
full medical 


additional evidence in the 
medical certificate, or for a 
report as it may see fit 


Aetna Life 
The Aetna Life has revised its an- 
nuity rate, making some decreases in 
the earlier and advanced ages and some 
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ings 
increases from ages 58 to 70. There | years of age. They are chiefly those 
seems to be a growing demand for an- | who come into possession of money at 
nuities in some quarters, especially in | that time and want to put it in sate- 
NX: the cities, on part of people beyond 55° keeping. 
died 
pan : vi Do You Ever Dr a ? 
pany 
i National of Vermont 1925 Dividends cam. 
a The National Life of Vermont has in-; the new appointment to a 4.8 per cent . : 
reased its dividend scale for distribu-| basis. The dividend scale of the Na Nearly every life insurance agent does dream. 
: on in 1925. The surplus interest rate, tional Life has been increased six s« He dreams of an agency contract that will offer 
which was advanced in 1924 trom 1.5) arate times since 1901, : ~appe > a : . 
n per cent to 1.7 per cent, has been raised The following table gives illustrations him unlimited opportunity with a constant in- 


ot 1925 to 1.8 per cent, which, added to! of the new scale on the more common centive to greater personal production and to 
the guaranteed rate of 3 per cent, brings} forms of policies oe ae 

agency building. A contract that does not con- 

= a en ee ee ee stantly hamper, restrict and limit his activities. 

Policy A contract that gives complete assurance that 





; 1..--0898 O98 04.08 0408 $4.08 0428 O657 0698 0897 06028 0837 M8 he is protected and will receive the fruits of his 
iS i $13 418 4:22 427 431 436 440 447 453 458 465 4.71 labors. A contract with no one to interfere 
nore ; 4.25 4.28 4.33 4.58 4.42 4.48 4.53 4.60 4.66 1.4 1.79 1.86 b t hi d th H Off A DIRECT 
— z 33 39 + #449 454 4.61 $66 4.73 4.80 4.87 4.94 5.02 ween re. ‘ 
mn i : 4 io 36 ‘61 487 «473 «479 «487 «495 5.02 510 B18 Ccwee an On © rome ce ‘ 2 
- r ; 1.54 1.62 4.67 1.73 4.79 4.87 4.93 5.01 5.09 5.17 5.26 5.34 HOME OFFICE CONTRACT with liberal 
«ted S... OOS $8 Git its tee G3 Gol Bes bee ee she Be commissions and UNRESTRICTED TERRI- 
5 90 oR 5.05 5.12 4.1% 5.28 5.37 5.47 6.57 4.65 D736 56 . ° ° 
xcept se ee Us 6bse 663s 6644 (6S2«(OB SS «ORT? «58S BSS GO TORY. A _ flexible contract — Commissions 
« s 5.15 he? 32 5.40 i" 5.59 5.67 5.7% 40 6.01 6.13 6.25 . . ° ° » 
we 5.18 as ag OEE $i 08a ORB oRSe GON RIS B32 (Bad automatically increasing with production, and 
nths te ey a ee yt ee xy ee ve vy ee vt ee cs doing away with the annual squabble for a better 
Db 
— S--. ooo Bee Gor oes eae eas Gs G70 68s a8 Ta Ta9 contract. A contract giving VESTED RE- 
s 5. OK 5.12 2 6.3 6.61 6.7 5&9 7.04 7.19 7.36 7.51 
+ a16 : 28 4 41 63 3 $5 ' 24 6 3 7.08 7.25 7 41 7.57 7.74 NEWALS. 
= 6.32 645 6 6.76 66.84 66.99) 67.13 7.30 7.46 7.65 ot 68 What more could any one ask? 


: Policy Oh, yes!) PERFECTED ENDOWMENT 


E Age. a er, a as | a ee POLICIES to sell. The objection of most agents 
$22.20 2 62 4-69 476 483 4-90 4.08 5.06 5.25 5 BAS 5.5S to endowment policies is removed by returning 
$15. 493 502 B09) HAT) T BT OBA 5.92" 6.0 the premiums paid in excess of the ordinary life 
CLL Bae Bae SAS BSS B66 BTS BST Bal bd premiums in the event of death. 
Cl BGi Bes oes oga eer e119 631 a3 7.08 And ail of these advantages in a rapidly 
Ree et ee ee ee ey car es growing company, unsurpassed in service to 
eR ey et on 833 policyholders and agents. A company licensed 
+ Me RR BR BR a — & in sixteen states with Sixty-five Millions of in- 
oll aes fae Fae Eu8 Tae aa? Rae +f surance in force, with Eight Hundred and Eighty 
fe TS Te 6S 6S. Cee «(he a ST Thousand Dollars surplus to policyholders. 
eects POR ORS Ofer «oats (80 «983 See 10.17 10.43 You have dreamed of such a contract but if 





| you are the right sort of man you can actually 
io =. «© « 12 13 4 48 AT. 9 50 possess one. Let’s get acquainted. 
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' 5.42 > 5.67 5.79 5.92 6.06 6.21 6.38 ' 6.72 6.92 7.1 
! 5.42 ie Re Ro | + St The Company where dreams come true. 
, 5.92 6.06 6.20 6.35 6.50 6.68 HRS 7.03 7.23 7.45 7.67 7.90 
j 6.18 6.33 6.48 6.6 6.81 6.99 7.18 7.37 7.59 7.81 8.05 8.30 
h 6.44 6.60 6.76 6.94 7.11 7.31 7.50 Z.é2 7.04 8.18 8.4: 8.6% 
i 6.71 6.89 7.05 7.24 7.43 7.63 7.85 8.06 8.31 8.56 8.82 9.10 | e 
6.98 7.17 7.35 7 7.75 7.96 8.18 8.43 8.67 8.93 9.21 9.50 | | h ( ] b M t ] L f 
XN 7.26 7.46 7.66 7 Re 8.07 R21 &.54 8.79 8.05 9.32 9.60 9.90 e Oo um us u ua 1 e 
' 7.55 7.76 7.97 8.18 8.40 8.64 RAY 9.15 4.42 ; 10.01 10.31 
TD 7.85 8.0 8.28 S.51 8.74 8.99 9.24 9.52 9.80 10.40 1060.73 INSURANCE COMPANY 
11 8.15 8.38 8.60 8.83 4.08 34 4.60 189 10.18 10.81 11.13 
12 8.45 8.469 8.93 17 %.42 1.69 8.98 10.26 10.56 11.20 11.54 . 
3 S76 901 925 O51 9.77 10.05 10.34 10.63 10.94 11.61 11.96 Columbus, Ohio 
14 9.07 4.34 4.59 185 10.12 10.41 10.71 11.01) 11.338 12.01 12.36 C. W. BRANDON, President D. E. BALL, Secretary and Actuar 
1 9.39 Vf 6.93 10.20 10.47 1077 11.07 11.39 11.72 12.41 12.77 
16 9.72 999 10,26 10.54 10.82 11.13 21.44 21.76 12.10 12.860 13.17 
ued a 17 10.04 10.3 10.60 10.89 11.17 11.49 11.81 12.14 12.48 13.19 13.57 
id re 18 10.37 10.66 10.94 11.24 11.54 11.85 12.18 12.51 12.86 13.58 13.96 
yoliey I! 10.71 10.99 11.29 11.59 11.89 12.22 12.54 12.88 13.24 9 13.97 14.35 
oad 2 11.03 11 11.62 11.9 12.25 12.57 12.01 13.25 13.61 8.07 14 14.4 7 
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- ae Police \ >. eye 
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miums » 7.76 8.27 8.55 RR 4.18 9.51 990 10.27 10.69 11.15 11.61 
$24.21 815 8 70 01 ’ 9.66 10.01 10.41 10.80 11.24 11.71 12.194 ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
29.77 ; 8.57 4.13 4 79 10.14 10.51 10.9 11.33 11.78 12.27 12.77] 
at a 5 8.48 9.58 091 16.26 16.62 11.00 11.44 11.86 12.32 12 13.34 | ‘ . . , 
as “0 ; 4 39 10.02 10.36 10.7 11.10 11.50 11.95 12.38 12.86 13 13.90 SAFETY—Guaranteed by careful selection of risks and investments. 
nage r 4.81 10.45 10.8 11.20 11.58 11.¢9 12.45 12.90 13.39 13.92 14.46 = 7 > 4 : : © 
63.08 “ 10.22 10.90 11.27 11.66 12.06 12.49 12.95 13.42 13.92 14.46 15.01 SERVICE—Provided by an efficient and progressive organization. 
; " 10.64 11.35 11.73 12.12 12.54 12.97 13.45 13.92 14.43 14.98 15.54 STABILITY—Assured by conservative business policies. 
" 11.06 11.79 12.18 12.59 13.01 13.45 13.94 14.42 14.94 15.50 16.05 
11 11.49 12.22 12.63 13.04 13.48 13.9 14.43 14.91 15.44 16.00 16.57 
epting 12 11.91 12.6% 13.08 13.50 13.94 14.40 14.90 15.40 15.92 16.49 17.07 
hereon 13 12.33 1! 13.52 13.95 14.39 14.86 15.37 15.86 16.40 16.97 17.55 
hin 90 14 12.74 13.13 13.52 13.96 14.39 14.84 15.31 15.82 16.32 16.86 17.44 18.03 
ssio 1h 13.16 13.56 13.96 14.39 14.83 15.28 15.75 16.2¢ 16.76 17.32 17.90 18.50 
¥ 9 lt 13.56 13.96 14.37 14.80 12.25 15.71 16.18 16.70 17.20 17.76 18.35 18.96 F ded: 1867 Home Office: 
pect 17 13.97 14.88 14.78 15.21 15.66 16.12 16.60 17.12 17.6 18.19 18.80 19.42 ounded: 
t pass 18 14.36 14.77 15.18 15.62 16.07 16.53 17.01 17.54 18.06 18.62 19.24 19.87 Des Moines 
fement ! 14.75 15.16 15.58 16.02 16.4 16.93 17.42 17.95 18.48 19.06 19.67 20.31 
be de- ? 15.1 16.55 15.96 16.40 16.86 17.32 17.81 18 18.88 19.47 0.10 20.7 
rein- 
under 20 Pay Life 
a cash Poliey 
" ear 15 20 25 “ a5 LD { 55 60 65 . 
An ; 7 ae, ae, ae a Insurance In Force Over $350,000,000 
4.21 4.42 1.68 5.00 5.43 a6 6.69 R95 10.76 13.28 . - - 
: sro san ‘68 497 5332 B72 636 71 951 1137 13.9% 1 For information concerning contracts: Address Agency Department 
i r 4.70 1.96 5.28 66 6.15 6.78 7.60 10,07 11.97 14.60 | 
ny re- 1.46 h.24 5.59 6.01 6.54 3.21 8.08 10.64 12.58 15.24 
all for 5.23 5.54 5.92 6.37 6.94 7.65 8.57 11.21 13.20 15.88 
of a 5.51 84 6.25 674 7.85 810 8.07 11.79 13.80 16.51 
nedical G10 ods G8? 52 RSE MOG 1011 1s98 1503 1774 ict lithe S 
Gal 688s T3S TM RET HSE 10.66 nas net 1835 Pictures Tell the Story 
6.73 7.18 7.72 8.55 9.14 10.0 11.21 14.20 16.26 18.96 c 1 
ares 54 12 8 80 96 10:60 11-78 1482 1689 19:57 artoons will give your house organ that all necessary sparkle. Use 
=" 4) a9 854 095 12 IL14 12:36 in4n 1752 20-20 them to put over your message or your special sales test. Send for 
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Se ecee -- 9.32 10.02 10.83 17.12 18.92 21.03 23.72 
Didctag .. 9.75 10.48 11.34 17.87 19.71 21.88 24.62 
| Rego 10.19 10.96 11.88 18.66 20.58 22.84 25.67 
Policy 
Year 15 20 25 50 55 60 65 
Rie 4.04 4.23 4.46 7.16 8.41 10.16 12.62 
2. 4.59 4.77 5.00 7.74 9.01 10.79 13.30 
* 5.16 5.34 5.57 8.33 9.63 11.43 13.96 
4 5.74 5.92 6.16 8.94 10.25 12.07 14.63 
5 6.35 6.53 6.77 9.57 10.88 12.72 15.29 
6 6.99 7.17 7.40 10.20 11.52 13.36 15.94 
7 7.04 7.82 8.06 10.86 12.17 14.01 16.59 
Xs 8.33 8.51 8.74 1 11.54 12.84 14.67 17.22 
" 9.21 %.44 ° 11.3 12.22 13.52 15.32 17.86 
10 9.95 10.18 10.83 11.34 12.02 12.93 14.21 16.00 18.49 
11 10.71 10.94 11.22 11.59 12.09 12.77 13.66 14.92 16.68 19.13 
12 11.49 11.72 12.00 123.38 12.87 13.54 14.41 15.66 17.36 19.77 
13 12.31 12.54 12.82 13.19 13.68 14.33 15.19 16.41 18.07 20.43 
14. 13.16 13.39 13.67 14.03 14.51 15.16 16.00 17.18 18.81 21.13 
16 14.04 14.27 14.55 14.91 15.38 16.02 16.85 18.00 19.57 21.84 
16 14.96 15.19 15.47 15.82 16.29 16.91 17.73 18.85 20.39 22.61 
17. 15.92 16.14 16.42 16.77 17.24 17.85 18.65 19.76 21.27 23.43 
18. 16.90 17.13 17.40 17.76 18.22 18.83 19.64 20.73. 22.23 24.37 
ee esedewn 17.93 18.16 18.43 18.79 19.26 19.87 20.67 21.79 23.31 25.43 
20 19.00 19.23 19.51 19.87 20.34 20.97 21.80 22.95 24.53 26.71 





AMERICAN LIFE REINSURANCE | up. The amount payable at maturity tee 


the endowment 65 is greater than the 
total premiums paid for ages 20 to 45 
inclusive. This policy may be surren- 
| dered for paid-up participating Insurance 
when the age 65 is reached. The monthly 
income endowment 65 is issued on the 
_— basis of $7,000, providing a life income 
The American Life Reinsurance of |of $50 a month, commencing at age 65, 
Dallas has issued three new policy forms, | with a guarantee of 140 monthly pay- 
30 pay life, endowment age 65, and |ments, or $7,000 total. Should the in- 
monthly income endowment age 65. The | sured die before receiving the full $7,000 
30 pay life is participating when paid |the income will be continued to the bene- 


Issues New Policies—30 Pay Life, En- 
dowment Age 65, and Monthly 
Income Endowment Age 65 


UNDERWRITER 





July 10, 1924 





| 
ficiary for the rest of the 140 months. 


Should the insured die before attaining 
the age 65 the beneficiary will receive an 
immediate payment of $2,650 cash and 
$50 a month for 100 months thereafter. 
Following are rates for the new policies. 
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of $16.62 $116. 

21 17.09 119. 

22 17.59 123. 

23 18.21 126. 

24 18.68 130. 

25 19.26 134. 

26 19.89 139.2 
27 20.56 143.3 
28 21.28 148.5 
29 22.04 154.: 
30 22.85 159.8 
31 23.71 165.§ 
32 24.64 172. 

33 25.63 179. 

34 26.69 186. 

35 27.84 194. 

36 29.22 204.5 
37 5 3.$ 
38 5 
39 

40 

41 

42 

43 

44 

45 

46 
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Our Agents Have 
A Wider Field— 


Because We Have 


Age Limits from 0 to 60. 


Premium plan. 


Same Rates for Males and Females. 
features for Males and Females alike. 


work for nothing. 


of CHICAGO, ILL. 


B. R. NUESKE, President 


Financial district. 








We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ills., Ia., Kans., Md., 
Mich., Minn., N. M., N. C., Okla., S. D., W. Va., Wyo. 


An Increased Opportunity 


Policies for substantial amounts (up to $5,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 


Double Indemnity and Total and Permanent Disability 


Standard and Substandard Risk Contracts, i. e. less 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. 
running through to Quincy and Wells Street, right in the heart of Chicago’s 














Diag tre ene end 40.11 
at Cietheuwsn oe 41.82 
a Gtdwetvindadunwee 43.65 
a ¢h4eeuese unseen |) are eee ee 
DD sesdrheceobndeded a ene. lLewawe 


Prior to Jan. 1, 1923, this company’s 
business was confined to reinsurance 


Continental Life Mo. 


The Continental Life of Missouri has 
adopted a new form of policy which will 
provide for monthly income in event of 
disability which is the same as that in 
;}event of death, although the f!ncome in 
event of death is guaranteed for a short 
period 


San Jacinto Life 
The San Jacinto Life of Beaumont 
Texas, has placed its ordinary life pol- 
icy on the endowment at 85 basis. 





“WITH INDUSTRIAL MEN 





JOHN HANCOCK MUTUAL NEWS 





Changes and Promotions Are An- 
nounced by the Company in Its 
Industrial Life Department 





| The following have been promoted by 
the John Hancock from the rank of 
agents to assistants in the districts of 
their service 

( Amos L, Veid, Cincinnati 2; Louis M. 
| Slavin, Springfield, Mass.; William H. C 
| Gray, Cincinnati 1; Daniel W. Bailey, 
| New Britain, Conn.; Louis R, Raetz, De- 
| troit 2; Michael E. Fitzgerald, Troy, N. Y.; 
| Floyd ©. Brimacombe, Toledo, O.: Robert 
| J. Bannon, Glens Falls, N. Y Frank J 
| Hubin, Lowell, Mass.; Harold E, Schepp 
|} ner, Detroit 1, 

| Promoted and Transferred—Harold 
Burton, from agent at Detroit 1 to as- 
sistant superintendent at Grand Rapids, 
Mich.; Amos A. Fontaine, from agent at 
Brockton to an assistancy at Portland 
(Biddeford, Me., detached); Salvatore 
Dimino, from agent at Jamaica, N. Y., to 
an assistancy at Hackensack, N. J.; 
Harold J. Pearson, from agent at Malden, 
to assistant superintendent at Man- 
chester (Keene, N. H., detached) 
Assistants Transferred—James H 
Cleveland, from Davenport, Ia., to (Rock 
| Island, Ill., detached) of Davenport; Al- 
| bert C. A. Schwesig, from Davenport 
| proper to Moline, IIL, detached of Daven- 
port, la.; Daniel H, Doran, from Lowell 


to Whitinsville, Mass.; Albert J. Burke 
from Allentown, to Trenton, N. J. 
Other Changes— Edward P. James, 


| from agent to assistant claim adjuster 
at Brooklyn 2; Frank B. Maher, from as 
sistant cashier at Yonkers, N. Y., to 
| cashier at’ Stamford, Conn.; Joseph F 
| Dechene, from assistant superintendent 
at New Britain, to assistant to superin- 
tendent at Albany. 


Richmond Manager Resigns 


W. J. Shillingburg has 
manager of the Lee district of the Metro- 
politan Life at Richmond, Va., to enter 
the real estate field in Washington, D. C 
Recently Mr. Shillingburg was elected 
vice-president of the Richmond Associa- 
tion of Life Underwriters for the ensu- 
ing year. This placed him in line for 
the presidency next year. He had been 
prominently identified with the activi- 
‘ties of the association ever since he 
went to Richmond ten years ago from 
the Knoxville, Tenn., office of the Metro- 
politan He was in the service of this 
company for 25 years His associates in 
the Richmond office of the Metropolitan 
tendered him a banquet 

Robert M. Ryce, manager of the New- 
port News district of the Metropolitan 
for the past eight years, has been ap- 
pointed to succeed Mr. Shillinburg at 
Richmond, and entered upon his duties 
there this week Previously, he was 
with the Washington office of the com- 
} pany He is succeeded at Newport News 
| by E. W. Bartol, formerly manager of 
the Pataphoo district of the company in 
Baltimore. 


resigned as 





American National Promotions 


The American National of Galveston 
}announces the promotion of William © 
| McHardy, who has been superintendent 
at New Orleans since March, 1923, to the 
post of home office Inspector Mr. Me- 
| Hardy will have jurisdiction over several 
states, making his headquarters at New 
Orleans. His advancement with the com- 
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pany has been rapid, rising from the po- | Moorhead: second vice-president, T. W. | 
sition of agent to his present important | Cole: secretary-treasurer, E. E. Hunter 
post in a comparatively short time. A committee was appointed to make ar- 
pick H. W. Vogt, formerly superintendent rangements for a picnic at Clear Lake. | 
eoene at Montgomery, Ala., and assistant su- | July 12. U | 
any’s perintendent at New Orleans for some x* * * 
e time Me — = ne Sagertnnentaney New York—The report of the secretary | 
P oh yr se a in yp crea ~ aan — bes of the New York Association shows that | The Mut 1 Lif I 
w : be ceauiea a2 senaen capesien as. the paid membership June 10 was 1.304, f SF YEARS of Company oo _— bear ne E 
ill be g yinted assistant superintend- seeemienieniien + 2 : a aes 4 : 
ha a te eee te ee as compares pvith the June 10, 1933, | record : tags YEARS of prosperous and successful busi- 
ae embers of 95 1 the president's i ; 
wil pict EL ae Cee that | oe t has passed through panics, pestilence and wars un- 
- > Medsker Promoted tendance at the monthly dinners was | armed, and to-day, as a result of eight decades of endeavor, 
—_~ Charles R Medsk: r, superintendent of — Se Baw — ae offers financial strength, reputation, magnitude, leadership, and 
short the New Albany district for the Pruden- 421 = The “De plat - = ates 2 a a hws | life insurance service. 
tial, has been promoted to the superin- larg st attendan wit) ~ ‘Ss ~ — | 
tendency of the Indianapolis district ana | ““™8*5 aceogncnage gs a oes Gees. a i i i H 
will icone New ai pe ay i aan | sales congress held in March was at- | yor considering life insurance as 
Hi ragga <i en “ | tended by 1,450, which is a large in- a profession invi 
Ont i s. ere ee crease over previous congresses | P =e invited to apply to 
oh = | 
pol- Honor St. Paul Manager = I h M t ] Lif I 
om . . | 
rhe Metropolitan Life has presented a Phe 15th annive rsary of the Business e u ua 1 e nsurance Company 
old and. diamond emblem to R. J. M Men's Assurance was celebrated July 1 | 
So . ” x = oa with a picnic of the office force and city | f N Y k 
Veigh, manager of the Midway district, | sales force. The big event was a base- | o cw or 
N St Paul, Minn., for 25 years of continu- ball game between the official nine of | 34 N S 
a ous service. the company and a picked team. W. T. | a 
Grant, president, played second base for | soon treet, New York 
the special nine 
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[ts Los Angeles, Cal.—Over 200 members | I 

attended the dinner-meeting of the Los | 
Angeles association last week Alex. | HY N| 
Dewar, chairman of the executive com- | | 
l by mittee, presided. The glee club of the | 
r of home office agency of the Pacific Mutual | | 
s of Life presented a group of selections, in- | 
cluding a number of solos, each of which ' = | 
: M was heartily encored Executive Secre- i 
Lc tary E. P. Perrine presented the appli- i 
iley, cations of 132 new members, which were | j 
De- accepted. This made a total of approxi- h b 4 : b T | 
s & mately 400 new members admitted at ' of t e€ new usiness issued y he Northwestern | 
bert the May and June meetings | . » 
k J In connection with the matter of in- i Mutual Life Insurance Company of Milwaukee 
pp corporating the association it was unani- | Wisconsi . 1923 li . : | 
mously decided to proceed with the prep- | In, In was upon 
old aration of articles of incorporation. | i ° e I ‘ p app ications of 
as- When the election of officers for the members rev N 
yids, ensuing year was taken up, Will G. Far- | lj Pp tous Jy insured in the Company. 
t at rell directed attention briefly to the wis- | 
and dom of deferring such action until after | 
tore the convention of the National Associa- | H" a — | 
to tion He concluded by offering a motion | N, 
J.: to the effect that the officers of the asso- n 
len, ciation remain in their present status | }/ 
lan intil the first meeting in September, | ]| _ - 
1924, which was carried unanimously. iY RN MUTI AL LIFED . 
H President George W. Ayars presented | MILWAUKER ° VSR ~ N 
ock i brief outline, without mentioning any &. . 
a3. names, of the work done by the asso- | [i | 
ort ciation recently while on the trail of a |] Th ss ’ 
en- twister in southern California. The con- | ]} e O . = | 
ell cluding address was made by Dr. Walter M . ld , nce a Policy N 
iii F. Dexter, president of Whittier Col- n Polic ho ers I . 1 | 
: lege The keynote of his remarks was: | y ho der A ways 
1es Give sympathy, render service, and win Com an , P. 
~~ security. ! pany a Prospect. 1 
an x * &* i 
is 
to Seattle, Wash.—At the annual meeting | | | 
F of the Seattle association, officers for the 
ent new year were elected as follows: Jay | 
in- E. Williams, president; Harry M 
Walthew and George L. Buck, vice-presi- i} 
dents; Charles G. Cole, secretary; J. W. rr 
Prins, treasurer, and W. A. M. Smith, } 
trustee, three-year term. The principal | THE NORTHWESTERN MUTUAL L | Cc | 
as address of the evening was given by ' IFE NSURANCE OMPANY | 
se- John H. Baird, retiring president MILWAUKEE, WISCONSIN "| 
. x* * 
ter 
. Florida.—The Florida assoctation held | | 
= 
ted its annual meeting at Jacksonville. Offi- W. D. Van Dyke, President Vy 
ia- cers were elected as follows: President, j i 
su- Cc. H. Royalty, Union Central; vice-presi- | 
for dent, O. M. Wellslager, N. Y. Life; secre- | —— 
om tary-treasurer, Arthur G. Derr, Aetna | —< > _A i a E = _ Ss EE ————— aS Eo 
vi- Life; executive committee: J. A. Rudolph, — — —_— —— a 
he Natl. Life U. S. A.; H. P. Payne, Pruden- 
om tial; W. R. Letcher, Pacific Mutual; M. G. eee 
ro- Darby, Mutual Benefit; L. L. Riviere, | 
his Metropolitan; F. P. Dearing, Mutual 
in Life. Mr. Derr is a former secretary of 
an the Pittsburgh association, 
x * * 
w- South Dakota.—At the annual meeting 
an f the South Dakota association at Sioux 
p- Falls, the following officers were elected 
at for the coming year: President, P. J 
sae Crandall, American Life; vice-president, = 
a. Lawrence Bates, Mutual Benefit; secre- i Just Opened by 
m- tary-treasurer, Sam Hamilton, Penn Mu- 
ws tual; executive committee: George Bou- 
of chit, Equitable of New York; West Bab- 
in cock, Mutual Benefit; H. D. Hildebrand, 
National Life; J. H. Chapman, North- 
western Mutual; John Cressey, Mutual of 
New York; J. Lemen, Equitable of Iowa. 
Reports of the officers showed that the For direct contract with Company, write to 
on past year was the best, most active and 
; most constructive in the history of the 
| socint saie RANCIS OWN, S 
c. sociation. || F IS L. BR , secretary and Manager 
he : i 
: Mason City, Ia.—The following officers _ - 
al vere elected at the last regular meeting ROCKFORD, ILLINOIS 
ae if the Mason City association: President, 
*? R. W. Fishbeck; first vice-president, L.S —_ 
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HE “National Messenger,” the house 

organ of the National Life of Ver- 
mont, carried a story in its last issue ot 
the experience of Edward N. Strong, 
manager of the National Life in Oregon, 
in the selling field. Mr. Strong until 
1908 carried the grip for many concerns, 
but he said that never until he entered 
the life insurance field was he fired with 


his work He described 


enthusiasm for 


ill his previous positions as beimg 
simply “jobs.” 

Mr. Strong is a native of Kansas and 
graduated from Washburn College at 
Topeka. After graduation he sold 
everything from meat to buggies. In 
1908 he became interested in the pos 
sibilities of life insurance and signed an 
agent’s contract with the Western 
Union Life of Spokane 

Mr. Strong enjoyed phenomenal suc 
cess as a life insurance salesman ac 
counting for $200,000 in paid-tor pet 
sonal production his first year. The 
following vear he became associated 
with the Oregon Life and produced 
over $250,000 of personal business an 
nually for this company. Later he be 
came agency supervisor in recognition 
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CENTRAL 


Insurance Co. 


HERBERT M. WOOLLEN 


of his superior ability along organiza- 
| tion lines. He developed the field force 
| of the Oregon Life from a mere handful 
of men to over 75, besides personally 
paving for over $2,000,000 of business. 

In January, 1923, Mr. Strong resigned 
his position as assistant general man- 
ager and superintendent of agents for 
the Oregon company in order to enter 
business for himself as manager for the 
National Life of Vermont in Oregon. 
Mr. Strong has forged into the class of 
leaders of the National Life of Vermont 
and expects that this year his office will 


pay for at least $1,500,000 of new busi 
ness : 
Mr. Strong attributes his success to 


the keen interest he has always taken in 
civic affairs. He has been active in sev- 
eral Portland organizations such as the 
\dvertising Club, Pacific Coast Ad 
Clubs Association and the Portland 
Better Business Bureau Commission 
He has also devoted considerable time 
to the improvement of the life insurance 
business, serving as president of the 
Life Underwriters’ Association of Ore 
gon in 1922 and now being an executive 





committee man of the Life Insurance | 
'him in some way, because it is almost 


| Managers Association of Oregon. 


LIFE 


INDIANAPOLIS 
Established 1899 


PRESIDENT 


H A. MOORES, St. Louis agent, Na 
e tional Life of Vermont, has ful- 
filled the requirements for a successful 
life underwriter by showing a substantial 
increase in sales every succeeding year 
that he has been associated with the 
company. This kind of a record is the 
criterion of a good life insurance sales- 
man. In too many cases the new agent 
makes a killing during the first six 
months of his first contract year. After- 
wards his sales show a steady decrease. 
This is accounted for by the fact that 
during the first half of the year the 
salesman sells insurance to his friends 
and former business associates, but does 
not succeed so well among prospects 
secured later from other sources. 


Mr. Moores, however, is an excep 
tional agent. His sales have shown a 
consistent increase since the time he 
went with the company in 1914. The 


increase each year has been substantial. 
The figures range from 6 percent to 93 


percent. This former figure was the 
rate of increase for 1921 and fell far 
below any other year. Mr. Moores re- 


ports that his paid business for the first 
five months in 1924 is 38 percent greater 
than tor the same period a year ago. 


HI life insurance man starting in the 
business these days must have some 
capital or his office will have to finance 
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impossible to write cash business alto- 
gether. A man in Chicago said the 
other day that in the last three months 
he had written $160,000 in business, and 
had had to take notes for every dollar 
of premium written. 

In many cases men have not the 
ready money to buy insurance, although 
they may be sold on the idea of taking 
insurance and really want it. In this 
connection it is necessary therefore to 
take notes if the insurance is written 
Many agents feel that their general 
agents should advance the money and 
take care of the notes, although but few 
general agents have sufficient capital 
to be in the banking business. They 
can assume their own personal obliga 
but when it comes to financing 
their sub-agents, considerable money is 
required. Some general agents will 
handle the notes of their sub-agents, but 
will deduct 5 or 10 percent from the 
regular commission schedule. The gen- 
eral agent simply says that he does not 
care to handle notes. However, if an 
agent insists on notes being taken, he 
will have to submit to a cut in commis 
sion. Agents of course endeavor to get 
banks to handle their paper, but fre- 
quently the banks tighten up and will 
not take any more. At some seasons of 
the year it is almost impossible to write 
insurance for tarmers without taking 
premium notes. 


tions, 


* * 


oe TUTTLE, of the home office 
agency of the Phoenix Mutual Life, 
who is one of the most enthusiastic and 
successiul of the newer recruits, was 
recently asked what he considered the 
hardest obstacles he had to overcome. 
The difficulties he mentioned are en 
countered by most new agents, and by 
many who have been in the business 
for vears. 

The first, of course, was fear, the fear 
of going in to meet the prospect; but 
Mr. Tuttle says that having once over- 
come this fear, he finds enjoyment, often 
accompanied by the spirit of adventure. 
in meeting a new prospect. His second 
was worry that he would lose out, which 
prevents any agent from doing his best 

Temptation to Loaf 


The third was the temptation to loaf, 
commg trom being his own boss, one 


| of the greatest obstacles in the way of 


every 


| a great deal in it. 


salesman. His fourth point was 
one that is not usually recognized, but 
caretul analysis will show that there is 
He found the very 
simplicity of life insurance one of its 
greatest difficulties, for too many agents 
are tempted to make a difficult and 
complicated explanation to the prospect. 
Once the agent realizes the simplicity 


| of showing a man his need, the difficulty 





of supplying it is practically overcome 
Follows Cold Canvass Plan 


Mr. 
the 


Tuttle does most of his business 
cold canvass, endeavoring to 
close the sale the first interview, or at 
most the second. If he cannot clos« 
after he has presented his best points 
during the first and second interviews, 
he believes that he is wasting time to 
try again, and secks other fields. He 
does not burden the prospect’s mind 
with techniqilities and policy forms, but 
explains in the simplest manner the 
need for lite insurance, and how it can 
be met, sometimes not mentioning the 
names of policies until after the sale has 
been made. 


on 


Federal Union’s Annual Meeting 


The Federal Life of Cincinnati 
is holding its annual meeting Thursday 
Friday and Saturday of this 
Peelee Island, Can. The sessions will be 
devoted to sales plans and methods 
the will be 
managers leading 
year 

Judge 
commissioner, 
and speaker at 
evening 


Union 
week at 


ana 


composed oft 
for the 


attendance 
and the agents 
new Ohio insurance 
the guest of honor 
banquet Friday 


Savage, the 
will be 
the 


Life Notes 


The Continental Life of 
entered Michigan and expects 
enter North Dakota 


Missouri ha 
shortly t« 








man 
thre ' 
the 1 
make 
1] 
and 
by \ 
1, 
und 
\sa 
M. 
morn 
ness 








YIM 


LIFE INSI 


RANCE 


DITION 27 





MODERN BUSINESS 


GETTING METHODS 


























h d | Th C B F 1] d ° W k seen before than on the persons he| find out what parents are able to buy 
Sc eaule at an € onuowe in or is listed as prospects rhrow away | policies for their boys and girls. This 
a or lead wood and forget it should give you a g list of prospects 
Of Developing Prospects and Keeping \r ou overlooking any class in this | A talk with the parents about insurance 
list County superintendent of schools, | for e children will of lead to insur 
bd ° - Ost nee empk yvees, courthouse en ce on the lives of its 
Live List on Hand for Use Any Time Pin cM cerees’ possiaaa | Tei etl Geeuinel of ich: oilhedl ded 
and their clerks, attorneys, dent ists, phy secure from him the names of members 
ICE-PRESIDENT S. W. Goss ot vects. It is a loss of time to solicit men | sicians, school teachers herift, deputy | of the freshmen and junior classes whose 
the Security Life of Chicago in| of uncertain incomes or periodic employ eriftt termary, Osteopaths, chiroprac parents can buy insurance to guarantes 
speaking of prospects says that / ment s waists ertakers, restaurant | the completion of their educatior Cet 
what people to see is a question that Single men are not as good prospects elpers, lan gents, hotel proprietors, | from the pri cipal also the names of all 
greets the insurance salesman every | 4s married men, or widowers with child ling station unagers, book clerks, | students, pi ularly seniors, who ex 
morning. Mr. Goss has worked out some ren 2. one \. secretary wl went illiners, elevator men, county clerg) } pect to go tye am This should give 
suggestions that will be helpiul to men | into the business failed because he gay bure igents, stenographers, | you a good list for educational policies 
who are willing to work hard six hours | all of his time to boys and young men kkeepers, ¢ ty hospital nurses, i6 
day If an agent will put in all his | a class that he knew well, but who ha l erscore one of these that you Law d lawvers 
1 during these six hours working | little or 1 oney Ave t call on They all have | becau t 1 be diff 
intelligently he will have more prospects * * I to pay pre! ims ilt to w te He decided to call on the 
th he can possibly find time to set Men who have responsibilities » e lawyers in his town, made up a list and 
Mr. Goss suggests that his schedule ot know something bout lite are best s air rine s good pros is surprised to find they were the 
p spects be reviewed each week so that prospects, Men Sent ‘oO are theretore pect al st hal our p ilat isiest class t ite he had solicited 
can refresh can | the best prospect This fs an important | live « . he ers have be . 8 
] the schedule 1 principle for new agents to remembe t« i it thre co ‘ Ss mproving Doctor N class eeds life insur 
itv. Here is w s generally ou wn starts by solic r ey are good prospects at tl ce more than doctors. Their capital is 
Persons who are ting young men because he thinks the t S sin fact that the lars the skill ot the inds and in their 
one salesman may ects ire more eas sold. 4 le the « s s 1 a class a lying ‘ ims Deat! wipes out their ¢ ipital 
vou But do to Ss truce Men « tl and be lb ( ‘ vac ! ul ire farmers al tel he come grows less or 
conclude that any i not! jarge yhicies I ers | their 1 lies need life i ceases at earlier age than is the case 
good prospects for you. That is on * * S : rotect e now tl with most protessional m« Cheir need 
orm of weakness to which salesmen | Do not depend on v ce lis re times $s protection for their fa es and their 
vield to their loss. However, the sales rospects t« r a month’s business An ° ° ’ ( old age 
man who finds out what classes he ca old list « ospects” has oug Persons gt ed building permits Rai Day Prospects—One man has 
the most readily sell and who devotes thousands of insurance men to grief | ‘ sons either have the mone a st ot what he calls Rainy Day 
the maior part of his time to them will] The best thing manv a n could « ch to build, or are going in debt. | prospects. Salesmen, contractors, struc- 
make the most moneys | uuld be to tear up his present ospe | eithe case tl are good prospects t il engineers d others are usually 
lhe good prospect tor you is the one cards and throw the into the iste a ° out ¢ their othces rhese he lists and 
who has health, money to pay premiums } hasket rie s—S e on ll write \v calls « them on rainy days These are 
and belongs to a class that can be sold! * * * rie . I not you: g d prospects because they are hard to 
by you without the expenditure of an Write them or forget them Don't *" 2 see, hence are missed by other solicitors 
undue amount of time and eftort ersist in trving to hatch out a lot ¢ G s f high s« Is and col » 3 8 
* * “China eggs.” W., | Bilhe ier told the lees sts e easily att ible sell Pall Bearers Be cl ! th the 
As a general rule: Chicago sales congress that his ] t st emselves 1 their indertakers On the da atte a funeral 
Men o! character who ear oC d s to write el ‘ wrecnk ¢ ve < . call on them and wet ti names of the 
money and who have a permanent bus surance man should yi th writ Get list of children in grades above | pall bearers They have seen ath at 
ness or occupation are the best pros- more business <¢ persons he had t ge 9 or 10 falk with teachers and | short range and have probably ye 
nel L 
























Com 
Ais Your, 


UNPAnyas Solid: 
ie Comarmusrittyy, 






























































—jf- 


Our Money Is Invested 

















—— 





In Your Community 














AS 






































“ge - 




















1 












































a Back of every policy you sell 
‘ is an investment in the 
f community from which that 
business comes—Municipal, 
County and State Bonds— 
First Mortgages to your 
neighbor. 
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seriously of what death would mean to 
them and their families. Probably, too, 
their close contact with death has caused 
them to think of close relatives and 
friends who should insure. In calling on 
these pall bearers do not forget that 
each of them has neighbors that he can 
tell you about, 
* * 

Prospects for $10,000—Get the name 
of each man in your territory who can 
buy $10,000. In almost any 
there are at least 100 of stich men. 
five of these men a day for two 


See 





|< 


territory | 


days | furnish 


THE NATIONAL UNDERWRITER 
; ' pat ad 7 
out of each week. Make a list of all| show the way to many applications an 
the men in your territory who can buy | nually. 


$5,000 and proceed in the same way. 
a 4 * 

Members of your church—Don't join 
a church as a means of ge etting business. 
But if you are a member of a church, 
your church associations furnish a point 
of contact that will open the way 
much good business. 

* * * 
memberships—T hese 
contact that should 


Club and lodge 
points of 





ALHAMAR 


We all know of the 


Alhambra- 


that masterpiece 


of Moorish architecture that helps make Spain famous, 


but we, 
the energetic 
homet I of Granada, 
“Alhamar” “The 


ruddy complexion. 


or 


or 


at least most of us, 
gentleman who built it. 
nick-named by 


Red,” 


know very little about 
He was Ma- 
the 
his strikingly 


irreverent 
because of 


Mahomet’s first object in building the Alhambra 
Was to erect a fortress that would effectively keep the 


Spaniards on the outside. 


had been the site of early 


and he built well and long. 


He built upon a hill that 


Phoenician or Roman ruins, 


Its interior is one of the 


most beautiful in the world, and the amount of money 


he put into it was scandalous. 


The radicals of his day 


went about during his entire reign with complete 


plans for the revolution they proposed to spring just 
as soon as the people decided that they were taxed too 


But the taxes 
and no revolution came. 


much. 


were paid, the work went on, 
Mahomet was a shrewd ruler 


and he knew that income without work meant stagna- 


tion. 
work was productive. 
they profited. 


when the people profit and are content. 


So he saw that his people worked, and that their 
And because it was productive 
And business is bad for 


revolutionists 
Mahomet set 


up his monument, lived out his time, and when he died 
the treasury showed a surplus that caused great ex- 


citement among the heirs. 


Mahomet believed in providing for the future. He 


wanted protection and he paid for it. 
fortress represented frozen money, 


His great 
piled up against 


the time when he would have need of the bricks and 


mortar the money paid for. 


Maybe it’s only a co-in- 


cidence that when the Moors held the Alhambra they 


also reigned over the 





Rock of Gibraltar. 
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* * . 


Mortgage records—You can obtain 
such a list of prospects from the county 
courthouse, Also the newspapers should 
be watched for the lists of mortgages 
filed. Insurance provides the best 
known method ior the protection of the 
debtor. 


* a = 
Women—This class of prospects 
in many cases neglected by agents. The 
primary reasons for insuring are the 
same for women as for men, Any woman 
who is in good health and is able to pay 
a premium is a good prospect. Make a 
survey of this class of prospects in vour 
territory and you will find that you have 
been overlooking some good business. 
Wealthy widows with children are good 
prospects for income policies and for 
inheritance taxes. 
* 


are 


* x 


Your tradesmen--Every man of whom 
you buy anything is under obligation to 
you. The obligation sufficient to 
secure for you a hearing. Your relation 
as buyer and seller will serve as an 
entering wedge. Write the head man of 
the business if you can; then go from 
him to his employees, A way will be 
opened in certain instances to a good 
number of applications in one group. In 
this business the plea must be the needs 
of the prospect and the agent's ability 
to give the service required. 

+ a * 
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Specializing on certain professions or 
occupations—If an agent is a stranger 
in a territory a good plan is to select 
three or four different professions or 
occupations and concentrate on them, 
such as dentists, doctors, lawyers, teach- 
, trained nurses, railroad employes, 
etc. 

The main thing in selling insurance is 
to see people. This plan will give you 
some one to see every hour cf the day. 
No introduction needed. Walk in 
where the prospect is. Say, “Mr. Jones, 
my name Smith. I am in the life 
insurance business, I have a _ proposi- 
tion you ought to see.” Then stop. 
Jones will have to say something and 
that will open the interview, The rest 
| is up to you, 


1S 


is 


a * * 


irom various sources— 
tankers, friends, policyholders, appli- 
cants, ministers, doctors, ete. Ask tor 
the names of two persons who need life 
insurance. If agent is in earnest and is 
sincere, this method alone will supply 
him with more prospects than he can 
see, 

If in answer to 


Get names 





your request the 
person addressed says, “I can’t think of 
any one today,” say to him, “I know, 
you haven't been thinking of life insur- 
ance. But think a minute. If vou were 
yourself starting out today to write life 
| insurance, whom would you see?” Then 
he will tell you and you will have the 
| names of some good prospects, 
| In all such cases assure the person 
| giving the information that you will not 
| use his name when calling on the pros 
| pect unless he wishes it. 
* . « 

The telephone—The 
time saver. It can be so used in pros 
pecting. Take a list of 20 names trom 
| the telephone book, city directory, club 
' 
' 


telephone is a 


| membership list, etc. Use the telephone 
hour each day one week and 
appointments interviews by 

In one hour you can phone 
twenty men or 120 during the week. 
Many city agents use this method with 
remarkable results. Try it out. If you 
can work it, it will prove a great time 
saver. 

One 
way: 

“This Mr. Jones of the 
Insurance Company. I should 
see you for five minutes to secure 
personal data from you.” 

The answer comes, “T 
anv life insurance.” 

The agent replies, “Even if you do not 
want any now, pe rhaps you will want 
some in the future and the pgs ation 
| I shall furnish you which will be based 
on the data vou give me, will certains 


ot 
for 


| for one 
| secure 
phone, 


agent presents his case in this 


SS AM. FONCS OF THO wane nnnee 


like to 
some 
want 


do not 
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be of service to you.” This plan has 
been developed to such perfection by one 
agency that it is claimed the telephone 


is used to locate. all pros pects. 


The new sidenagiae read with a view 


to locating prospects, the newspaper 
will give the agent valuable leads in 
every issue. 

The agent should cultivate the habit 


of reading all news items —_ this ques- 
tion in the front of his mind: “Does this 
suggest a prospect?” Announcements oj 
births, deaths, weddings, new business 
enterprises, formation or partnerships, 


inheritance of money, promotions, trans- 
fer of property, building permits, etc., all 
suggest the need of insurance and if 
read with the eves of a salesman will 
iurnish a fresh list of good prospects 
every day. 


x * 


Cold Canvass—When all other sources 
fail you, take the telephone book or city 


directory, make a list first of the names 
that begin with the letter “A.” Go over 
this list with your examiner and elim- 
inate the persons he knows are not 
insurable; then go to your banker and 
strike off all that he advises are not 
reliable and able to pay premiums, 


The procedure would be the same as 
suggested above for calling on certain 
protessional classes or those engaged in 
certain occupations. 

This method develops initiative and a 


man’s resources and will be highly valu 
|able as an educational agency. 


Remember, to sell insurance you must 


see somebody. Every hour in which a 
i salesmen is not exposing himself to 
prospects means a distinct money loss. 





rhe above plan gives you some one to 
see; if energetically followed it is sure to 
result in immediate business. And, be- 
sides, it will furnish you a fine list of 
prospects that can be written at some 
ijuture time. It will pay good dividends, 
too, in the new acquaintances you make, 


Honor Equitable of Iowa Leaders 


At the general meeting of agents at 
the Equitable Life of lowa housewarm- 
ing, as a reward for producing more 
than $3,000,000 of business during the 
past year, the Pittsburg agency was 
awarded the Record Production Shield. 

Thomas Hughes of Erie, Pa., was 
awarded the Kirk Cup for the prize 
memorial essay, which has been given 





annually for the past 14 years. 
Other agents earning a place of honor 
at the presentation service because of 


amount of business produced dur- 
past year were J. C. Johnson, 


the 
ing the 


Wilkesbarre, Pa.; H. S. Sutphen, Pitts- 
burgh, Pa., and J. A. Tysom, of Pitts- 
burgh, Pa. 

At the close of his address, “The New 
Home as an Investment,” F. M. Hub- 
bell founder of the Equitable Life of 


lowa, was presented with a Gruen watch 
by Paul R. Wendt of the Newark 


agency, 


How to Les Insurance 
During Business Failure 


aé 1 have your eve on a prosperous 
business man who appears to be a 
tavorable prospect. You are waiting for 


to approach him 
that one of his 
that he has lost 


a fitting opportunity 
But suddenly vou le: " 
ventures has failed and 
£100,000 

What will vou do: 


vourself, “This is no 


You might say to 
thme tor me to can- 
that man ltl wait until he recov 
ers trom this blow.” and leave him alon 
Or you might go to him and suggest a 
policy tor S100,000 t« replace his 
and to protect his interests while 
readjusting his affairs 

He has lost the cay 
saved for the purpose 
his tamily in the event 
Well, that is what the 
he dies, and if he lives he 
time to retrieve his fortunes 
case his position will be strengthened 
and his prosperity furthered by replac 
ing the $100,000 lost with $100,000 of life 
msurance, 

Which cours« 


Agenc\ 


Vass 


loss 


he 1s 


vital $100,000 
taking care 

ot his death. 
policy will do u 
will be given 


In either 
j 


ol 


ol 


} 


would vou take 


Items 


im sth 
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Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 
a growing Company. 


Our policy contracts are second to 
none. 


If interested in some good Missouri 
territory, write us. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Insurance in force after twenty months— 
over two million. 


305 Reliance Building 


Kansas City, Missouri 














LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 
ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are leoking 
for. Why not get in touch with us? 
































CENTRAL STATES LIFE 
INSURANCECOMPANY 








SAINT LOUIS 























All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
Califernia 33 $3 $3 2 























More Than 
a Square Deal 


There is a Spirit of Generosity in THE 
CLEVELAND LIFE. There is the full 
knowledge that the men in the field are regu- 
lar fellows—real human beings, subject to 
all human emotions and frailties, and the 
spirit of generosity prevails in all transac- 
tions between Home Office and Field Force. 


Agency openings in Ohio, Pennsylvania, 
West Virginia, Kentucky, Illinois, Indiana 
and Michigan, present opportunities for men 
who are working for success, to succeed in a 
bigger way. Write to us. In all matters 
you will get more than a square deal. 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


Home Offices 


WM. H. HUNT, President 


Cleveland, Ohio 





























LIFE INSURANCE 1S THE CORNERSTONE OF BIG BUSINESS 


ILLINOIS MANAGERS WANTED 


At Bloomington — Freeport — La Salle 
Elgin ~— Peoria — Springfield 


Also some fine General Agency openings in 
Eastern IOWA and Eastern Migso I 


LIBERAL CONTRACTS— STANDARD and SUB STANDARD Risks 


SQESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. - 
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